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Exclusive with Dexter Dialmotic* 
-—~ Mounting Spacer** assures cor 
rect mounting quickly — easily 





Dexter Dealers are featuring this 
operating display. 
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DOOR 


CLOSER 


Cat. No. 80 


Just turn the fingertip dial to regulate 
door closing speed! That's the Dexter 
Dialmatic — by makers of Dexter Life- 
time Locks. 


Exclusive new fingertip dial regulator** 
assures wonderful new ease and sim- 
plicity in adjusting closing speeds of 
screen, combination and light interior 
doots. No tools of any kind required 
. » » just a twist of the wrist moves the 
dial a “click” at a time to adjust the 


Dialmatic closing action powered by 
torque spring. 

Dialmatic lets doors open to full 120° 
— hold-open device is simple and fool- 
proof. New by-pass valve provides 
positive latching action. Oversize steel 
tube is 134” in diameter and finished in 
attractive metallic grey. 

Write today for full information on the 
exclusive Dialmatic Door Closer by 
makers of Dexter Lifetime Locks. 


mUPESX@ TSE 


DEXTER LOCK COMPANY Grand Rapids, Michigan 
A subsidiary of National Brass Company 


*Reg. U.S. Pat. Off. 


tn Canada: Dexter Lock Conade Lid., Guelph, Ontario 
**Patent Pend. 


In Mexico: Dexter Locks, Plate Elegante, $.A. de C.V., Menterrey, Nueve Leen 
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\WwINDOW BALANCE 
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THE MOST IMPORTANT 





WINDOW IMPROVEMENT 


INN SO YEARS! 











@ FINGER PRESSURE RAISES OR LOWERS SASH! 


@ SASH LIFT OUT ENTIRELY! NO TAPES 
TO UNHOOK! NOTHING TO ADJUST! 


@ SELF-CONTAINED LIFTLOX WINDOW BALANCE 
“LOCKS’’ AUTOMATICALLY WHEN SASH IS REMOVED! 








tom 


WINDOW BALANCE 





B-O-W le the registered trade-mark of the 8.0 W. Sales Oo. 


R-O'W SALES CO. 1339 ACADEMY AVE. 
FERNDALE, MICHIGAN 
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Top Quality plus a Top Name in Aluminum 
...adds up to More Sales Power! 


REYNOLDS 
ALUMINUM 
WINDOWS 


Examine this Casement Window with its flash-welded 
corners. Compare its high “‘satinized” finish, double-con- 
tact frame, wide-opening extension hinges, watertight lip 
and built-in transom drip. It has every quality feature 
known to window engineering. And it bears the great 
name of Reynolds Aluminum—which means window 
quality controlled all the way from bauxite mines to final 
assembly. You sell with confidence—you build solid busi- 
ness—when you sell Reynolds Aluminum Windows. Write 
for complete catalog. Reynolds Metals Company, Win- 
dow Division, 2002 South 9th Street, Louisville 1, Ky. 











Reynolds Aluminum Tra- 
verse (Sliding) Window 
.. Mew star in a great line! 
Horizontal sliding vents 
open easy, close tight, 
lift out for cleaning. Easi- 
est installation. Low cost, 















Reynolds Aluminum Awning 
Window... best for controlled 
ventilation, rain deflection. 





Basement and Util- 
ity Windows .. . with 
serrated edges that 
lock tight to mason- 
ry. Removable vent. 


Reynolds Aluminum Dovu- 
ble-Hung Window .. . new 
perfected details, mechanical 
joints. Finger-tip operation. 





SEE “MR. PEEPERS,"” Sundays, NBC-TV...your customers do! 


REYNOLDS 38 ALUMINUM 


BUILDING PRODUCTS 
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Lights in Strand door optional 


With Strand all-steel Garage Doors, your imstalled cost is 
reduced by quicker, easier installation. The one-piece door 
leaf saves assembly time at the job. Factory-assembled hard- 
ware (including new adjustable track-hangers) cuts installation 
time. No prime coat of paint is needed — another saving. All 
this—on top of amazingly low first cost — resulting from 
standardization and big volume production concentrated on 
three door sizes. 


Horizontal-line styling adds new beauty to your garage. 
And — that beauty /asts, because Strand Door is all-steel, galvan- 
nealed with a heavier, hot-dip zinc coat for rust protection. 
Steel can't ever rot, shrink, sag, warp! 


Strand has the heaviest face sheet and strongest framing of 
any steel door. Steel sheets and frame are all welded; no bolts 
to work loose. You give your owners lifetime durability. 


For only $5.50 more than the 8’ door (factory list) you can 
rovide a 9 Strand door—a full 12” of extra width to save 
anged-up fenders. 


Strand all-steel Garage Doors come in 9’ x 7’, 8’ x 7’, and 
16’ x 7’ sizes. Easy to get in a hurry — through 150 distributors 
and thousands of dealers all over the country. 


Strand Garage Doors are the product of a 50-year-old company, 
which also makes: Fenestra Steel Residence Casements, Projected 
Windows, Window Walls, Basement and Utility Windows, 
Metal Trim, Lintels, Metal Residential Swing and Sliding 
Closet Doors, Stock Steel Industrial and Intermediate Windows. 
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MORE installation 


speed... 


MORE durable 


beauty... 


MORE years of 


trouble-free 
performance! 








5 NEW Features... 


@ New captive track provides added pro- 
tection — keeps roller enclosed 


@ New stainless steel, automotive-type “T” 
handle has larger grip, more strength, better 
looks 


@ New Nylon rollers, for all single receding 
doors, ensure silent operation 


@ New round-corner vision lites have con- 
tinuous auto-type rubber moulding (they're 
optional at added cost) 


@ New adjustable track hanger cuts in- 
stallation time 











A 32-page book that will give you a lot of ~~ 

or and easy garage “know-how.” Contains ~ 

2 smart designs sensible floor plans, bow- ~~ ~ 
to-build instructions, material lists, driveway * Sy — 
shetches, etc. . >. *) 


Strand Garage Door Division 

Detroit Steel Products Company 

Dept. AL-3, 2244 E. Grand Bivd., 

Detroit 11, Michigan 

Please send 32-page booklet of Garage 


Plans and ideas. I'm enclosing 10c for postage and handling () 
Please send free Strand literature and Garage Plan [) 





Nome __ 
Address : 
City OR ncmtpcmanrennet 
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LATE AND IMPORTANT Developments of the Industry 


PORTLAND CEMENT INDUSTRY EXPANDS. The Portland cement industry has embarked on 
its biggest expansion program. The plants in 1954 operated at almost 
peak capacity, and still some parts of the nation suffered short- 
ages. Some say the expansion is long overdue. Cement men remember 
fearfully their increased capacity of the 1920's which sat idle in the 
depression-ridden 1930's. Regardless, the expansion should add about 
15% to present capacity by the end of 1956. 


RED TAPE MIRES PUBLIC HOUSING. Congress authorized 35,000 public housing units 
to be erected before June 30, but so far the program has moved at a 
snail's pace. The law limits public housing construction to cities 
with slum clearance plans. Only 10 localities have been okayed So 
far, and none has signed final contracts. In January, a scant 200 
units were started. 


FARM MORTGAGES IN GOOD SHAPE. The position of the farmer with regard to farm 
mortgages is excellent, according to Dr. E. C. Johnson, Farm Credit 
Administration official. The farm mortgage debt rose to a record $8.2 
billion in 1954, but this represents only about 9% of the value of 
total farm real estate. About 70% of the farms are free of debt; and 
those with mortgages are having little difficulty paying up. 


INVENTORY LOADING CONTINUES. Small town dealers are still loading up on inven- 
tories of virtually all building products. This is in anticipation of 
another boom building year and the fact that there may be labor-caused 
factory Slow-downs later on. 


STORMY LABOR YEAR POSSIBLE. Many major industries, including some in the build- 
ing field, may be faced with bigger labor troubles this year. The 
guaranteed annual wage demands of unions will definitely make for 
some uncomfortable times in the auto industry and may spread from 
there. Unions are also demanding more fringe benefits--such as: guar- 
anteed Christmas bonuses, paid employe birthday holidays, death bene- 
fit payments for in-laws. 


TITLE I HAS TEETH. Reminders come from several sources that recently enacted 
provisions have put enforcement teeth into the FHA Title I law. Gyp 
artists who charge exorbitant prices for home remodeling, if reported, 
can be barred from further FHA and VA transactions. Jail sentences 
are possible. So far, 1,200 firms and individuals have been put on a 
caution list indicating they may be declared ineligible. Once barred, 
violators can't buy a home under FHA or VA or even sub-contract for a 
reputable contractor on a FHA or VA job. 


LOCAL MONEY SHORTAGES. Shortages in mortgage money for homes has cropped up 
in several local areas. In Oklahoma City, for example, rapid indus- 
trial expansion has drained away most of the mortgage money. Dealers 
are advised they can consult the Voluntary Home Mortgage Credit Pro- 
gram or apply direct to Fannie May for mortgage money. 


WOOD PRESERVATIVES GAIN. A spot check of the Atlantic coast and south by the 
American Lumberman reveals increasing use of wood preservatives. Some 
products are ideal for conditions down south, and may move more 
strongly into the north. Some preservatives on floor sills are said 
to eliminate the need for termite shields. 


(continued on next page) 
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NRLDA Battles Move to 
Control Overtime Pay 


A campaign to preserve the ex- 
emption which prevents federal 
control of overtime wages in retail 
businesses has been launched by 
the National Retail Lumber Deal- 
ers Association. 

The association explains that 
the Wage-Hour Law of 1938 
brought under federal control the 
regulation of minimum and over- 
time wages of industries engaged 
in interstate commerce. Retail es- 
tablishments were exempted from 
the overtime wage control because 
they are local in character and do 
not burden interstate commerce. 
Several forces, including labor, 
pro-labor congressmen and facets 
of the administration are now 
campaigning to destroy this ex- 
emption. 

elling why building materials 
retailers should fight any attempts 
to destroy this exemption, the 
NRLDA states: 

1. Compulsory overtime wage 
coverage would increase operating 
costs. This is because all working 
time on and off the premises, be- 
fore or after regular hours must 
be recorded and paid for (usually 
at overtime rates). Meticulous rec- 
ord-keeping procedures must be 
established. Books would be sub- 
ject to federal regulation and in- 
spection. 

2. Compulsory coverage would 
restrict and impair the necessary 
flexibility of operations now en- 
joyed by retail dealers. 

3. Compulsory coverage would 
subject employers in event of vio- 
lation to double damage suits, in- 
junctions and even criminal fines 
and imprisonment. 

4. The retail lumber industry 
would lose a most important na- 
tional recognition of its function, 
independence and importance, the 
statutory distinction which is now 
made between wholesale and retail 
distribution in this industry. 


FHA Appoints Mason 
Urban Renewal Chief 


FHA commissioner Norman P. 
Mason has announced the appoint- 
ment of W. Beverley Mason, Jr., 
46, (no kin) who first joined the 
FHA staff in 1938, as FHA urban 
renewal officer in the Washington 
headquarters. 

The new director of FHA’s role 
in the federal government’s com- 
che ged war on slums and 

light succeeds Loder L. Patter- 
son, formerly of Jacksonville, 
Florida. 

Patterson, an attorney, at his 
own request moves into a legal po- 
sition with the FHA. 











| 
“ “J 7 


ae! 


ee 


os 


| \ 





‘2. 
if hy 
b 
2s 


= iad 


M4 t 


Building Display Center 
Planned for Canadians 


Canada’s first permanent exhibi- 
tion center for building materials 
will open in Toronto in September. 
Known as the Building Materials 
Display Centre and located in a 
modernized three-story building, it 
will provide a year-around display 
house for building, remodeling and 
do-it-yourself materials. 

The structure will contain 30,- 
000 square feet of display space, 
an auditorium for product lec- 
tures, conference lounge and gen- 
eral information bureau, accord- 
ing to Canadian building executive 
A. R. Craig, president of the Build- 
ing Materials Display Centre, Ltd. 

Craig says the center will be of 
value to all persons connected with 
building who wish to study prod- 





ucts and applications in existence 
and being introduced. The center 
will be open to the public five days 
a week and two nights. 

As part of the services offered 
by the center, a reception and in- 
formation bureau will be main- 
tained to distribute exhibitors’ lit- 
erature and to give unbiased and 
factual information on products. 

While no orders will be taken, 
visitors will be directed to the 
various sources of supply and en- 
couraged to make their own in- 
quiries. 

In addition to Craig, directors of 
the company are: James F. Harris, 
vice-president; Prof. Eric Arthur, 
University of Toronto; Lane 
Knight, vice-president, Master 
Builders Co., Ltd.; J. L. Stewart, 
attorney; and Donald M. Deacon, 
F. H. Deacon & Co. 








1,000 New Employes 
Needed in FHA Offices 


Federal Housing Administration 
has announced a nation-wide per- 
sonnel recruiting program to per- 
mit it to keep pace with an unprec- 
edented flood of applications for 
FHA-insured home loans. 

Commissioner Norman P. Mason 
said that 1,000 new positions are 
to be filled in the 75 FHA insuring 
offices throughout the country. 

He announced that since Jan- 
uary 25, when the President signed 
a $5.3 million authorization for the 
new personnel, more than one- 
third of the new employes have been 
added to the FHA field office staffs. 

Types of Employes 

To operate on a current basis the 
field offices have an immediate 
need for additional appraisers, 
construction examiners and in- 
spectors, mortgage loan examiners 
and other technicians as well as 
for more clerical help. 

Mason said special administra- 


March 21, 


tive measures in recent months, 
including overtime work by field 
office staffs and the use of fee ap- 
praisers, proved inadequate for 
the mounting volume of cases in 
process. 

The special measures accounted 
for only a partial reduction in the 
number of pending cases. 

He said the case-load as of Oc- 
tober 30 was 62,735 while on Jan- 
uary 30 it was 47,170. 


Wipe Out Backlog 

“With the 1955 building season 
getting under way,” he pointed 
out, “it is vital that we not only 
wipe out the backlog but also be 
equipped to process efficiently a 
growing number of applications 
for FHA mortgage insurance.’ 

All appointments will be made 
in the field by the directors of the 
field offices. An applicant who does 
not know the address of the field 
office serving his area may obtain 
it by writing FHA national head- 
quarters, Washington 25, D. C. 

(continued on page 12) 
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Build your Aluminum Farm Roofing 
business in the great 1955 


ALCOA ROOFING 
SALES ROUNDUP 


... the greatest profit opportunity ever offered dealers serving the 
nation’s farm areas! 

You get magazine advertising, radio advertising, TV advertising, 
direct-mail advertising, displays, building plans, color movie to 
help you build YOUR business in YOUR county! 

All you need in stock is a selection of Alcoa® Aluminum Farm 
Roofing Sheets and Accessories. Our nearest jobber carries large 
stocks, offers you over- i 
night delivery. Phone ALCOA Q 
your jobber or send the : 


— 
coupon TODAY for com- ALU RA 4 ™ U AA 


plete information. 





ALUMINUM COMPANY OF AMERICA 












MERCHANDISER 


ALUMINUM COMPANY OF AMERICA 
2117-C Alcoa Building, Pittsburgh 19, Pa. 


Rush me details at no obligation on how | can tie in to the Alcoa 
Farm Roofing Sales Roundup with sample stock selection. 


Nome 
Company 
Address 


City State 
ALCOA 5-V CRIMP * ALCO, chili 
‘Nltinge I 
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BILT-WELL WINDOW UNIT 
“Self Sellers” 


Here are three hard-working salesmen 










that never stop for lunch. . . keep 
selling for you all year ‘round! You 
can step up sales substantially with 
little selling effort on your part when 
you place these BILT-WELL win- 


BILT-WELL dow unit displays in your showroom. 
CABINET DISPLAY Order your BILT-WELL Unit Win- 
“A Proven Profit-Maker”’ dow displays from your distributor, 


Give this BILT-WELL Cabinet 
Display a good spot on your 
floor and watch it stop traffic! 
BILT-WELL cabinets, semi- 
assembled and packaged in in- 
dividual cartons, with com- 
plete assembly and installation 
instructions, are a perfect tie- 
in with the current “DO-IT- 
YOURSELF” craze. 

Ask your distributor sales- 
man about the special BILT- 
WELL Cabinet Merchandising 
Kit now and get ready for the 
big spring cabinet rush! 


Uhl 
Ball Sity S 


wooo WORK 





BILT-WELL Awning Unit 


today. 
Window Floor Display 
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e 7 days in Bermuda for two 


Every builder who enters wins greater saleability for 
his homes, savings in man-hours ... with the nationally- 
known quality of consumer-wanted BILT-WELL products. 

You win big profits from the increased sales of 

BILT-WELL products this contest will bring you. 
Ask your BILT-WELL distributor for full particulars 
on this money-making BILT-WELL promotion. 
And, of course, the BILT-WELL name is 

another powerful selling aid. 












Constant national advertising plus 
word of mouth promotion from 
satisfied consumers has given 
the name BILT-WELL a special 
merchandising value for 
builders and dealers alike. 
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*/BILT-WELL Builders’ Contest 


for Increased Builder Sales! 


Best applications by a builder of a BILT- WELL product or products in a new home 
or remodeling job, completed between January and November 1955, will win a 


26 day Vacation in Europe For Two 
or... 29 Other Big Prizes including 


e 7 days in Hawaii for two 


Every builder will want to enter. And he must use BILT-WELL products on the job in 
order to win. Talk it up with your builder customers now! 


Everybody wins in this BILT-WELL contest! 


mi —— 
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e 7 days in Mexico for two 
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ike Still Liked 
By Wage Earners 


President Dwight D. Eisenhow- 
er’s personal popularity continues 
high among the wage earners, ac- 
cording to a recent survey by Mac- 
Fadden Publications, Inc. 

About nine out of ten wage earn- 
ers who voted for Ike in the last 
election still like him as a person, 
and that includes four out of five 
of those who voted against him. 

It appears that in regard to Ike’s 
qualifications as a President, he 
has not lost but instead has gained 
popularity among the wage earner 
voters as a whole. Compared with 
the 52.4% who voted for him, 
54.9% now say he is the right man 
for the job. 

Here are the percentage results 
of the question on whether the 
wage earners like him: 


As a Person? 
Voted 
Voted for against 
Eisenhower him 


FE eee 97.8% 19.7% 

Don’t like him ... 1.6% 18.4% 

Not stated ....... 6% 1.9% 
As a President? 

Voted 


Voted for against 
Eisenhower him 


Right man for job. 84.3% 20.6% 
Not right for job.12.38% 72.5% 
Not stated ....... 3.4% 6.9% 


Also in the opinion of wage earn- 
erns, President Eisenhower is not 
leading us toward another world 
war. They also state that they ap- 
prove of the way the administra- 
tion is dealing with Communism 
in the United States. 


VA Appraisals Hit 50,000 
For Sixth Straight Month 


GI home loan _ applications 
topped the 50,000 mark in Jan- 
uary for the sixth straight month, 
the Veterans Administration re- 
ports. 

In January, the VA received 51,- 
917 home loan eg oT from 
private lenders on behalf of World 
War II and post-Korea veterans, a 
drop of only 254 applications be- 
low the 52,171 received in Decem- 
ber. 

The January total was nearly 
two and a half times the 21,410 
received in January, 1954. 

During the past six months, VA 
received 335,736 applications for 
home loans, more than double the 
164,737 received during the six- 
month period ending January, 
1954. 

Appraisal activity in January 
showed a slight increase over De- 
cember. VA received appraisal re- 
quests for 75,498 proposed and 
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existing homes during January, 
1955, an increase of 2,214 units 
over the previous month, and a 
121% increase over the 34,129 re- 
ceived in January, 1954. 

Of the 75,493 homes for which 
VA received appraisal requests in 
January, 46,204 were proposed 
homes, an increase of 1,953 over 
December, and 29,289 were exist- 
ing homes, 261 over the previous 
month. 

Many Veterans Administration 
regional offices remain swamped 
with work, even though the surge 
in GI home loan activity began a 
year ago, VA reports. 


Construction Totals 
Reach New Records 


The Dodge reports totals of con- 
tract awards for future construc- 
tion in the 37 states east of the 
Rockies continued in February to 
set new high records. 

The total for the month was the 
highest for any February on rec- 
ord, and the January-February to- 
tal likewise was the highest ever 
for the two months. The Febru- 
ary figure was $1,581,143,000, up 
29% over February 1954 and 5% 
ahead of last January. The two- 
months total of $3,085,593,000 was 
up 30% over 1954. 

Detailed February totals were: 
nonresidential, $534,463,000, down 
5% from January but up 14% over 
February, 1954; residential, $744,- 
102,000, up 8% over January and 
up 46% above February, .1954; 
heavy engineering, $302,578,000, up 
21% over January and up 24% 
over February, 1954. 

Individual two-month totals com- 
pared with the like period 1954 
were: nonresidential, $1,099,251,- 
000, up 17%; residential, $1,434,- 
457,000, up 48%; heavy engineer- 
ing, $551,885,000, up 20%. 


Rising Housing Tempo 
Reflected in Figures 


A comparison of statistics on 
housing starts shows a rising 
trend in all categories, except pub- 
lic housing, for January, 1955, over 
January of last year, according to 
a recent NAHB report. Here are 
the figures: 

January January 


1955 1954 
Total starts............ 88,000 66,400 
eer 87,800 65,100 

DTU silteinenseustie 200 1 
Seasonally ad- 

usted rate.......... 1,424,000 1,056,000 
FHA astarts............ 19,756 13,154 
VA starts................ 26,069 11,561 
FHA as % of total 22 20 
VA as % of total. 30 18 
New FHA 

applications ...... 26,534 24,333 
New VA appraisal 

FOQUESES — o...eeccers 46,204 20,124 





Liberal Financing Terms 
Step Up FHA Volume 


Liberalized home financing 
terms in the Housing Act of 1954 
have sparked a tremendous in- 
crease in the volume of applica- 
tions coming to FHA insuring of- 
fices, says FHA commissioner Nor- 
man P. Mason. 

In each of the months beginning 
with last August, when the act be- 
came effective, all previous records 
have been broken in applications 
for mortgage insurance on individ- 
ual homes. 

Summaries for the year 1954, ac- 
cording to the commissioner, indi- 
cate that home mortgage applica- 
tions were 33% above 1953 and es- 
tablished an all-time record of pro- 
posed financing for 578,000 homes 
under the FHA program. 


See Better Markets 
For Brick, Clay Products 


A 1955 increase of 4% in con- 
struction in SCPI Region 5 was 
predicted by E. F. “Al” Walsh, pro- 
motion director, Structural Clay 
Products Institute. SCPI Region 5 
includes Illinois, Indiana, and the 
western portions of Wisconsin and 
Missouri. 

Basing his estimate on SCPI 
market research, Walsh told a 
sales convention in Chicago that 
residential building will be up 4.9% 
and that non-residential will in- 
crease 2.5%. The total building 
market will reach $3 billion, $72 
million. 

He said the 4% increase in build- 
ing is above the national figure of 
2.5%, which means that the market 
for brick and other clay products 
ps be even better in 1955 than in 

4. 


NAHB Home Week 
Set for Sept. 10-18 


National Home Week, sponsored 
by the National Association of 
Home Builders, will take place 
September 10-18, Earl W. Smith, 
NAHB president, has announced. 
For the first time, the celebration 
will take in two weekends. 

The extra weekend will give 
more people a chance to visit the 
10,000 exhibit homes which will be 
erected throughout the country by 
members of the association. More 
than 150 cities are expected to 
participate. 

In many areas, the observance 
will be a Parade of Homes. In this 
type of observance, members build 
from 20-40 display homes side by 
side on one street. In other cities, 
the exhibit homes are built in dif- 
ferent locations. 


March 21, 1955, AmericAN LUMBERMAN AND 





Only 
KEYSTONE 


aluminum tension 
screens 
have everything! 


ou se sp YOU'VE COME OUT OF THE PAST 
nase. ME aaa ... you're in the world of today...when 
4 you sell tension screens. These modern screens are put up and 
taken down in a jiffy from right inside the house. They're easiest to store; 


never have to be painted. They let in more light and air than old-fashioned screens. 








But only Keystone Tension Screens have every feature that brings maximum efficiency and 
safety. All-aluminum, they last for many extra years and never rust or stain the woodwork. 





=e , wade P : : : 
The original installation is extremely simple. Only six screws = window...two 

in the top blind stop to hold the removable et bar bracket ... four in the window 

sill to hold the small, neat, permanent brackets. 





Patented, tamper-proof tension catches on foot of screen have knob for proper 
setting to hold screen securely ... Exclusive Keystone free-floating sill bar auto- 
matically adjusts screen to uneven or off-level sill 








Extra-strong vertical edges of Key- 
stone Screens are 5-strand selvage 
formed of flat wire to provide com- 
plete dependability and tautness. 


For top sales and customer satisfaction, get 
full information on Keystone Aluminum 
Frameless Tension Screens. Write Dept. B-3. 














‘eneeeeer 
seeeeen’ 


WIRE CLOTH COMPANY 


HANOVER, PA FOSTORIA, OHIO 





BurLtpinc Propucts MERCHANDISER (For more data on advertised products fill in coupen om pege 120) 13 











+z Available with or without nozzle 
+z Available in Off-White or Pure White color 


Nu-Calk Calking Compound “stays put'’ as the best 
seller in calking compounds — because it's the most 
efficient, most practical calking load on the market. 
Nu-Calk “stays put’’—will not dry out, run, crack, harden 
or pull away. Speed Loads are easy to use—user's hands 
never touch the compound. Try high quality Nu-Calk 
Speed Loads and you'll see why they're preferred 
nationwide! 





ew 
—— 
ce nae 


CG-4 SPEED LOADER 
CALKING GUN! 


, This Speed Loader calking gun is light, sturdy, 
fool-proof. Simply slip in a load and you're 
ready to calk. 


# 
Carxine oY 
CG-3 STANDARD 


CALKING GUN! 


May be wed with either 
Speed Loads or bulk calking. 
Easy trigger action, power- 


Always @ smooth even flow and easy ful piston action. 


trigger action in these Speed Loads. Each 
carton contains 10 loods—packed 4 cartons 
per shipping case 


pur 
CAUAMBURG B 


he 
Minos city. fi} 








CEILING Brands... 


they're America’s BEST! 


1a NEW HAND SQUEEZE TUBE 


mauanessoonue® available for small jobs! 


Omanoma City, OCF 


Here's the nation’s favorite calking 

IT he compound in a practical, handy tube 
for those small repair jobs around the 

home. Useful for finishing touches on 

CALKING bigger jobs. The tube itself is your 


calking gun, nothing extra needed. 
L. 


Counter display carton contains one 
Ge’ 44 


ctecee No AIK Calking Compound 
" in bulk, too! 


— The ‘standard of quality” in the calking field! 
ce The same fine product as in Speed Loads, avail- 

able in ¥2-pint, pint, quart, gallon, 5-gallon 
cans. Also in 55-gallon drums. 



























NuPhalt piastic ASPHALT CEMENT 


For sticking down asphalt shingles and general repair on roofs and flashings! Comes in popular 
load form with or without nozzle, like M-D's famous SPEED LOAD for calking guns, or in 24%-lb., 
10-Ib., 50-Ib., and 55-gal. containers. /) 





Always use Nu-Glaze Glazing 
Compound instead of Putty! 


“Laine compoU™ Nu-Glaze never dries out, hardens, cracks, or pulls 

: away! It does the job of putty better than putty—sets 
to a rubber-like consistency. Comes in ¥-pint, pint, 
quart, 5-lb. cans . . . and in drums—25-lbs., 50-ibs., 
100-lbs., and 880-Ibs. Order today. 


JV] Glaze 





BUILDERS DEALERS 
On sole at all Herdwere, Lumber and Order now! Your order will be 
Building Supply Deolers! shipped the seme dey received! 














Four famous brands 


—__ 


backed by one great name to 


HELP YOU SELL! 


These distinguished brand names, 
along with others bearing U.S.G. regis- 
tered trade marks, are recognized as 
standards of quality throughout the 
building trades. Your customers know 
these products—know they have been 
researched and proved on the job. En- 
gineered to exacting structural require- 
ments, U.S.G. products are backed by 
the integrity of “the greatest name in 
building.” They are developed, manu- 
factured, advertised and sold only by 
United States Gypsum. 

You'll find it profitable to point out 
the U.S.G. registered trade name 
whenever you sell DURON * hardboard, 
ROCKLATH® plaster base, SHEET- 
ROCK* gypsum wallboard and PERF- 
A-TAPE® joint system—or any other 
product of U.S.G. 





*T. M, Reg U.S. Pat. Of 
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to builders and building suppliers: 








The Olivetti Printing Calculator, proved 
thoroughly dependable in 7 years of com- 
mercial use, has a lower cost mainte 
nance contract than any comparable 
More than 20,000 are on the 


job in the United States today. They are 


machine 


sold and serviced by 450 Olivetti dealers 
in every state of the Union, and by 
Olivetti branch offices; immediate de- 
livery. No spare part is ever more than 
24 hours away from any Olivetti dealer. 
Some of America’s great corporations 
have specified “Olivetti”. Why don’t you 
Olivetti ma 


investigate work-saving 


chines? Send the coupon. 
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The Olivetti Printing Calculator cuts 
overhead costs by making all 
figure- work quick, easy, and auto- 
matic. The printed tape record can 
be quickly verified for accurate 
entry; attached to invoices, pay- 
rolls, lumber tallies and other pa- 
pers; filed; shown to suppliers and 
customers. Multiplication and divi- 
sion are completely and uniquely 
automatic. Costs less than, but does 
the work of, 2 separate machines: 
a calculator and a fast 10-key add- 
ing machine with direct subtraction. 





these calculators can help cut your overhead 





The Olivetti Automatic Carriage 
Printing Calculator provides mech- 
anized bookkeeping. It avtomati- 
cally calculates, and prints desired 
figures on record-forms, auvtomat- 
ically moving to the proper col- 
umns. It can perform 21 separate 
operations automatically, in de- 
sired sequence; the sequence can 
be quickly changed. Its platen 
splits to take a 3-inch tape; it then 
operates exactly like the Olivetti 
Printing Calculator (above). 


olivetti 








game am am a on ae ah ae on a ean a 


Ourverrt COmPORATION OF AMERICA | 
Dept. DG | 
580 Fifth Avenue " 
New York 36, New York 
Gentlemen; I'd like to know more ] 
about the Olivetti Printing Calculator | 
( ), the Olivetti Automatic Carriage 
Printing Calculator ( ), and how they | 
can help cut my overhead, Without i 
obligating me in any way, please let 
me have this information as soon as | 
possible | 
Name j 
Title 
Company | 
Street , 
2 


City State 


me pee een ca een me mn tien te se eee 
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AVAILABLE 


Case history examples from 
all over the country, of how 
lumber dealers are success- 
fully merchandising 15 dif- 
ferent, important building 
products. Here are 40 pages 
of practical ideas you can 
put to use today. Plans and ideas currently 
being used by lumber and 
building products dealers to 
build, remodel and improve 
showrooms in which to mer- 
chandise building products. 
This is just off the press. 


Twenty pages of pictures 
and descriptions of the ma- 
terials handling equipment 


now available for use in your Use this coupon to order. 
yard; plus case history ex- All books are shipped 
amples of how lumber and postpaid. Send check or 


building products dealers 
are using such equipment to money order—we do not 


save time and money. ship C. 0. D. 


00¢ <<.  — 


K 


Send me: ghee oot) 

15 NEW SHOWROOM 

For Merchandising Building Materiale—#!.00 
Practical New | Se 

BULLDING PRODUCTS MERCHANDISING—75< 
Save Time and M Wit 

MATERIALS HANDLING EQUIPM ENT—50c 
Enclosed is $ 

NAME 
COMPANY 
ADDRESS 


cITY 


























BUILDING 











Armstrong, 


VMonowall 








Willamette has more time for selling with wholesalers” taking over many of their stock and warehousing problems, 


Sales and 


merchandising help from wholesalers have proved valuable in cultivating local do-it-yourself and remodeling markets. 


“‘Wholesalers cut our inventory 


“By drawing from our wholesalers’ 
stocks, we invest only half as much 
in inventory as we would other- 
wise,” says Mr. Perin. “Service 
from wholesalers’ warehouses is 
fast, and we are able to close sales 
knowing that we can deliver on schedule.” 





Less warehouse space. Local wholesalers supply 
them so efficiently that Willamette National Lumber 
Company’s six retail outlets keep only a few weeks’ 
stock of fast-turnover items on hand. With warehouse 
space at a premium, it’s smart business for Willamette 
to let their wholesalers carry much of their stock. Not 
only are warehouse and handling costs reduced, but 
office overhead, too, is kept at a minimum. 

Valuable sales help. “Information on new prod- 
ucts, installation methods, and sales techniques is vital 
to our salesmen in today’s competitive market,” con- 
tinues Mr. Perin. “Our wholesalers’ representatives are 
helpful in keeping us abreast of current market situa- 
tions and local business conditions. In addition, they 
play a big part in the training of our sales personnel.” 


PropucTs MERCHANDISER 


investment up to 50%”... 


says C. A. Perin, Retail Manager, 
Willamette National Lumber Company, Corvallis, Oregon 


Close business friend. It’s easy to see why more 
and more lumber dealers like Mr. Perin are dealing 
with wholesalers. Besides the advantages of reduced 
inventory, less overhead, and practical selling aid, the 
wholesaler offers fast service on fill-ins, a complete as- 
sortment of colors and sizes to choose from, and less 
His understanding of the dealer's 
individual situation and problems often makes him a 
close business friend, 


obsolescenc e loss. 


The Armstrong Cork Company believes that the 
wholesaler plays a vital role in the future growth of the 
building industry. For this reason, you'll find Arm- 
strong Building Products sold only through experi 
enced reputable wholesalers. 


(Armstrong 


Onn COM PANY 


3503 Rieker Avenue, Lancaster, Pa. 
M-67® Monowall®™ « 
Hardboords * 


Makers of Temlok™ *¢ Cushiontone™ 


Insulating Wool ° Counter-top Cement 
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Less heat waste 


here Less surface area, less heat lost 


Rounded exclusive Power-Dome com- 

bustion chamber has less surface area 

than irregular chambers. Thus less 

heat is dissipated into cooling system, 

more heat is utilized within the cham- 

ber A. —_ gases more fully, give hot spots 
reater thr \ 

un pte Power-Dome  Pre-ignition rr 

combustion from carbon 

chambers are — “hot spots” 

rounded, have 

no corners or pockets in which carbon 

deposits can build up. Such deposits 

become red-hot, pre-ignite the fuel-air 

mixture, cause engine knock and loss 

of power, lead to costly repairs. 


Short flame travel, 
better valving 


Dodge \ Ordinary \ 
V-8 v-8 


With Power-Dome combus- 
tion chambers, the spark 
plugs are located at or near 
the center. Thus the flame 
has a shorter distance to 
travel, combustion is more 
even. Large unrestricted 
valves mean better “‘breath- 


get more power ey 
Uge [ace gag with 


POWER-DOME V8 truck engine! 


Truck owners everywhere report more power and less fuel 
consumption with new Dodge Truck Power-Dome V-8 
engines. AAA-supervised tests proved the power of Dodge 
Truck V-8’s in a history-making Pikes Peak climb... 


proved the oo oy! of Dodge Truck V-8’s in a sensational 


22-mile-per-gallon Economy Run. 


Look at the pa and captions shown on this page— 
then, for further details and an eye-opening road test, see 
your dependable Dodge Truck dealer! 


PODGE)!é):ic TRUCKS 


A PRODUCT OF CHRYSLER CORPORATION 
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Dollar Bay 


Bessemer Mass 
Marenisco eile aaah Se. We 
Newberry 
Park Falls Phelps 
Iron Mountain Wells 
TT ab ¢ t Mla Laona eo 
OF visti White " denan 
Marshfield conto 
FINE Neenah 
NORTHERN Milwaukee 
Grand Rapids. 


HARDWOODS 


oo ™, 

> % 
wMagowooD , 
FigoRine 


© 9 
% sal » 





Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods 


Edward Hines Lumber Co, . . « « « «+ 6Ghieago, Ill, 


Mill at Bergland, Michigan 
Sales Office—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


“Boehm-Madisen Lumber Co. . . . « Milwaukee 3, Wis, 


Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. shipments kiln 
dried hardwoods from stock at Thiensville, Wis. 


Cadillac-Soo Lumber Co. . . . « Sault Ste, Marie, Mich, 


Northern Hardwoods, Hard Maple s p Seok. Hemlock, White Pine. 
Modern Dry Kilns. F. g. Resawing, etc. 





“Copeland LumberGo. . . . «© « « « » Ghicago, Ill, 


Mills — Marquette and Cusino, Michigan 
Sales Office — CHICAGO — 135 S. La Salle St. 
Hardwoeds, White Pine and Hemlock. 


*tHolt Hardwood Go. . « « « « + + 6+ 6OConto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- 
bone, Parquetry types; all types Heavy Duty Flooring. 


*+), W. Wells Lumber Co. . . . « « Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper ote ane Maple and Birch lumber, 
roug 


+Member Maple Flooring Mfrs. Assn. 
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“Goodman Lumber Company . . . . . Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Michigan Pole & Tie Co. . . . « « Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich.. Ironwood, Mich. 


Roddis Lbr. & Veneer Co., Ltd. Sault Ste. Marie, Ontario, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven'r'd Doors. Plywd. Modern Dry Kiln facilities. 


*+Ahonen LumberGo. . . « « » » « (onwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, ruce. Planing Mill 
—Modern Dry Kilns. “AAA” brand MPMA rdwood Flooring. 
Hardwood and Softwood Pallets. 


“Kimberly-Clark of Michigan, Inc. . . Stic, Neenah, Wis, 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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A NEW, COMPLETELY DIFFERENT GETTY OPERATOR AND HINGE 
FOR POPULAR AWNING-TYPE WINDOWS 


Here’s the best operator-and-hinge 
set you can offer for popular awning- 
type windows. Its simplified con- 
struction makes other models com- 
pletely out of date, It’s easier both 
to use and to install. 


The operator itself is designed on a 
new, completely different principle. 
Of the worm-and-gear type, it works 
with a chain which becomes rigid 
when extended in opening a window. 


This new Getty No. 4711 Set holds 
the window securely in any open 
position—closes and locks it tightly 
without disturbing the screen. The 
hinge drops the sash from 4) to 6 
in., 80 that the outside of sash may 


4a 


us. | GET 
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be cleaned from inside the room. 
Both operator and hinge can be 
quickly and easily installed. There’s 
no complicated hardware to fuss with 
or get out of order. 


Sell Getty No. 4711 Sets for windows 
from 14 to 30 in. high and up to a 
maximum width of 48 in. Set #1 
is for windows 14-17% in. high; Set 
#2 for windows 18-23% in. high; 
Set #3 for windows 234-30 in. high. 
See your hardware wholesaler now 
about this profit-making new item, 
or write us direct. 


Remember— More Getty Operators 
Are Used on Casements Today 
Than All Other Makes Combined! 


4 a 
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WOOD SCREEN — 

4 Notch Bortom Rod 

tor operator cose — 
» sll below or 


METAL SCREEN— 


At A” below use 











%” « %” Filler Strips 
both sides of Control 
Cose 


pairs Oia SIONS, i 
may Of weCREASED | ) | 
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& CO., INC., 3348 NORTH 10TH STREET, PHILADELPHIA 40, PA. 


Canadian Representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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metal parts 
for successful fireplaces 


Donley fireplace parts, when installed according to 
manufacturer's plans, assure successful fireplaces, 
customer satisfaction and dealer profit. 


DAMPERS are supplied for fireplaces with openings 
from 2 to 8 feet in width. Made of cast-iron and rust- 
resistant steel, they provide efficient draft control 
and assure smokeless fires. ASH DUMPS are supplied 
in a range of sizes. Securely locked in frame and piv- 
oted off center, these doors can be opened and closed 
with a poker, ASHPIT and FLUE CLEANOUT 
DOORS are supplied in cast-iron and Y6-inch rust- 
resistant steel. They are available in a wide range 


of sizes. 


Ashpit and Flue 
Cleanout Doors 


Write today for full 
information and learn 
how you can profit 
by selling Donley 
quality products. 





Brick Clamps 
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Mortar Boxes Access Doors Heatsavers ' 1) Laundry 
Chute Doors 


“SUPERMARKET SHOPPING” AT DONLEY SAVES YOU MONEY 


HE Dovde BROTHERS COMPANY 
a Miles Avenve @ Cleveland 5, Ohio 
, aa ee ra a 
et em - Pas 4 ; 
ie baw cs 133 bikes Ca ab Saath i 
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Now TV Star 
ARLENE FRANCIS 
is pre-selling 


FENESTRA WINDOWS 
for you! =» 





“ 





Starting the first week in April, charming Arlene Francis will be selling home- 
owners on the joys of living behind Fenestra Residential Windows. 


See and hear her on “Home’’—the popular, nationwide network 
television show—from 11 to 12 Noon, EST, Mondays through Fridays.* 


She’s talking direct to your own prospects—find the TV station 


covering your area in the list on the opposite page. 


*11 to 12 Noon, on Pacific Coast, too, by kinescope. 
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These TV-featured 
| FENESTRA STEEL WINDOWS 





| are easier to sell! 





Now you have extra ammunition to sell Fenestra* one of your salesmen . . . to use on their calls on 


builders, They're free of charge, and contain samples 
of colorful display banners and cards, photos 
and newspaper ad mats (also free), which you can 
order for your builders. For complete details and 
a sample of the kit, write, wire or call: Sales Pro- 
motion Dept. AL-3, Detroit Steel Products Co., 
2246 East Grand Blvd., Detroit 11, Michigan. *® 


Steel Windows. Home buyer acceptance for these 
popular windows will grow and grow in the months 
ahead. For week after week, your prospects will see 
and hear Arlene Francis demonstrate the advantages 
of Fenestra Steel Windows on TV. 

To make your sales job still easier, we will pro- 
vide you with a complete TV Sales Kit for every 


THESE FEATURES WILL BE DEMONSTRATED ON TV! 


Double Distinction—window 
beauty added inside and outside 


the house. 


Easy Operation—with finger tips 
...even over a kitchen sink...even 
when wet or when fresh-painted. 


More Daylight—slender steel 
frames hold larger glass lights. 


Better Ventilation—with air- 
deflector ventilators. 

Safe, Easy Cleaning—both sides 
of window from inside the room. 
Weather-tight— precision fitted... 
no warping or splintering. 
Screens and Storms—world’s best 
...- quickly, safely attached. 


Ready-Trimmed—available for 
quick, moneysaving installation. 


Strength — built of steel, the strong- 
est window material. 


Durability—rustproofed by Fenestra 
Super Hot-Dip Galvanizing, plus 


Bonderizing, to outlast the building. 


Fenestra RESIDENTIAL STEEL WINDOWS 


HARDWARE + CASINGS + SCREENS + STORM SASH 


WINDOWS - 








m ty 


CASEMENTS — Add beauty to the home, inside 


and out, with slender graceful frames and 
muntins, and fine hardware appointments. 


WINDOWALL—These modern picture win- 
dows capture the view—may be glazed with 
plate, double-strength, or 2” insulating glass 


AWNING WINDOWS —They offer the beauty 
of slender, horizontal lines. Left open when 
it rains, their ventilators shed water outside, 


Find your city on the big “FENESTRA TV NETWORK”! 


Amarillo, Tex KGNC— TV 





Des Moines, lowa WHO—TV Lubbock, Texas. .KCBD—TV = Portiand, Ore KPTV Springfield, Mo. . KYTV 

Atlanta, Ga. . ws8—TV Detroit, Mich. . . WWJ—TV Macon, Ge... . WNEX—TV Kingston, Poughkeepsie, St. Louis, Mo KS0—TV 
Augusta, Ga. . Wier —TV Duluth, Minn. . . KDAL—TV Marinette-Green Bay, NLY WEKENY St. Paul-Minneapolis, 
Bakersfield, Colif., KERO—TY Ovrhom, N.C..... WTvD Wis. ..... WMBY—TV = Providence, R.!. . WIAR—TV Minn KSTP—TV 
Bal Md “WBAL—TV Erie, Po +e ee ww es wicu Memphis, Tenn. .. . WMCT Quincy, ti! WGEM—TV Syracuse, N.Y. . . WSYR—TV 
mannan Evansville, Ind. . WFIE—TV Miami, Flo... .WGBS—TV —pichmond, Va. . WHAM~TV ~—s Temple. Waco 
Birmingham, Ala WABT — Fort Wayne, Ind., WKJIG—TV Milwaukee, Wis., WIMJ—TV Roanoke, Vo WSIS—TV. ten ’ | KCEN—TV 
Bloomington, Ind WTTV Fort Worth, Texas WBAP —TY Monroe, la... . KNOE—TV Raientus Mina.. KROC-~TV ao ee aot 
Boston, Mass... wbz—TV Grond Rapids, Muncie, ind... . WLBC—TV > sare  Y "waa TV Tulsa, Okla Kvoo — 
Buffalo, N.Y... . WGR~TV Mich. . ... . WOOD—TV Nashville, Tenn. . WSM—TV co cnin coils Kecc—T Utiea, N.Y. . + » WKTV 
Chattanooga, Greenville, S$. C., WFBC—TV New Orleans, Lo., WOSU—TV Set ‘ene Civ, Wish » . SAVE Washington, D.C. . WRC—TV 

Tom@. 62 0 WDEF—TVY Houston, Texas ..KPRC—TV New York, N.¥., WRCA—TV oe ee WOAI-Ty  Wateries, lows . « Kwwt 
Chicago, I WN8Q = Huntington, W.Va. WSAZ—TV = Nerfolk, Vo... . WVEC—TY Son Antonio. lex, Nee Wheeling, W.Ve., WIRP— TV 
Cincinnati, Ohio WLW-T Jackson, Miss... ... WLBT  Oklchome City, San Diego, Calif. . KFSD— Wichita, Kan, . . KEDD—TV 
Cleveland, Ohio WNBK Jacksonville, Fla., WJHP—TV Gee i 6 6 6k WKY —TV Son Francisco, Wichito Falls, 
Columbia, S.C... WIS—TV Kansas City, Mo., WOAF—TV Omaha, Neb... WOW—TV Calif KRON — TV Toxos . . . KPOX — TV 
Columbus, Ga. . WDAK—TV — Knoxville, Tenn., WATE—TV _— Peoria, Ill, . . , WEEK—Ty Schenectady, N.Y WRGB = Wilkes-Barre, Pa., WERE—TV 
Columbus, Ohio wiw—c Lonsing, Mich. . . WJiIM—TV Philadelphia, Pa. . . . WPTZ Seattle, Wash KOMO—TV Wilmington, Del., WOEL —TV 
Davenport, lowa . WOC—TV Little Rock, Ark., KARK—TV Pittsburg, Kan.-Joplin, Spokane, Wash KHQ —TV Winston-Salem, 
Dayton, Ohic wiw—D Los Angeles, Calif. . . KRCA Mo. o ow « Eee TV Soringfield, ti! wics mG . WSJS—TV 
Denver, Colo KOA—TV Louisville, Ky... WAVE—TV Portiand, Maine . WCSH—TV Springfield, Moss. WWLP—TYV Youngstown, O. . WFMI—TV 
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The man who can save you hundreds...and heartaches 


He can save you the hundreds so many spend 
after they move into a new home. The dollars that 
go for high maintenance and upkeep. The cost of 
doing things later they might have done before. 

He can save you the heartache of a dream gone 
sour. When rooms turn out to be drafty... hard 
to heat and chilly...when fuel bills and summer 
cooling costs go sky high... 

He knows what causes it, how to prevent it. 
One man— your lumber dealer 


How Your Lumber Dealer Helps 


Figure it yourself. Two things make a house 
good or bad: the material that goes into it, and 


ANG. 
a ade, “0 
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the man who builds it. Your lumber dealer knows 
both. He’s glad to advise you on materials to use 
...to recommend a builder that knows how to 
use them. He’ll help you make a happy choice— 
whether you're buying a ready-built house, or 
starting from scratch 

He's a man you can trust, an established part- 
ner of your community. 


His Latest Help: Balanced insulation 
Your lumber dealer, working with your builder, 
will determine just what you need in the way of a 
good sealed blanket insulation, weather-stripping, 
storm sash—the right balance among them for 


“Reg. U.S. Pat, OFF, 


your particular house and climate. 

He'll work out the best combination of two 
outstanding weather-protecting materials for 
your house — Balsam-Wool Sealed Insulation; 
Nu-Wood Insulating Asphalt-Impregnated 
Sheathing. Result: you hold your fuel costs down; 
no chilly rooms to rob you of comfortable living 
space. If you decide you want air conditioning, 
your home is ready for it with Balanced Insulation 

It’s a better home—a quality-built home— 
because you talked to your lumber dealer. Wood 
Conversion Company, Dept. 117-425, lst National 
Bank Building, St. Paul 1, Minn. Balsam-Wool* 
and Nu-Wood* are sold only by lumber dealers. 


...see your lumber dealer when you build or buy 
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Mr. Dealer, we're selling YOU 


to Mr. and Mrs. America 


The advertisement on the opposite page is about you. It will 
sell you as the source of quality building materials to an 
audience of 20 million readers of The Saturday Evening Post. 
It will be reinforced by other advertisements about you in 
such pace-setting publications as BETTER HOMES & GARDENS 
AMERICAN HOME — HOUSE BEAUTIFUL— LIVING FOR YOUNG 
HOMEMAKERS—and others. 

Why are we doing this? Because for more than a quarter- 
century our leading insulation products—Balsam-Wool* and 
Nu-Wood*—have been sold through lumber dealers only. Be- 
cause today the lumber dealer can give the homeowner more 
quality, more value for his money—plus sound advice for 
choosing a reliable builder. 


The Balanced Insulation program 
benefits you and your customers 


Balanced Insulation: the right combination of side-wall and 
ceiling blanket insulation—insulating sheathing—storm sash 
and weather -stripping—balanced to provide maximum com- 
fort in any climate. This program can help you and your 
builder-customers sell more quality homes in 1955. Through 
national magazine advertising, builders and home buyers will 
be told to see you, Mr. Lumber Dealer. A special Promotional 
Kit will be available through you for your builder tie-in. 


WOOD CONVERSION COMPANY 






LANc ‘e Dept. 120-35 First National Bank Bidg. 
or 3) St. Paul 1, Minnesota 
.—-|\-w > 
1°) Guaranteed Insulation 


BALSAM-WOOL 


Insulating Sheathing 








NU-WO00D 
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AIM” for better lumber storage 


Andy Bassi, 
Chicago, 
was the 
*Acme Idea Man 
who helped solve 
this 


bundling problem 





*an Acme Idea Man can help solve your problems 





with Acme Steel Strapping Ideas 


Found!—the answer to keeping “dry lumber” DRY in any weather, 
while storing it outside. Illinois Interior Finish Co., Chicago, 
wraps quantities of 2” x 4"s or sheathing or sub-flooring in waterproof 
paper and securely bundles with Acme Steel strapping. (Idea No. 441.) 
Lumber stays dry through winds and driving rain. 

Previously, when paper nailed-to-lath was used alone, wind 
often ripped the protection away. Now outdoor areas can be fully 
utilized, larger orders obtained at quantity prices—which mean 
more profit, more stock on hand, more satisfied customers. 

Ask your *Acme Idea Man to help develop storing and shipping 
economies with Acme Steel Strapping. He'll gladly demonstrate 
Acme Steel strapping methods in your yard. Call or write. 
Acme Steel Products Division, Dept. YA-35, Acme Steel Company, 
2840 Archer Avenue, Chicago 8, Illinois. 
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Now... Pittsburgh offers you 
the simplest tube color system 








famous interior finishes ... all from 
one set of tube colors! 


THE MOST important advance in 
paint selling in years—new MAESTRO 
COLORS by Pittsburgh! 


With this system you can offer 300 ae 
modern decorator colors in three stand- aud ay 
ard Pittsburgh finishes—WALLHIDE ad ‘ 
Rubberized Satin Finish and WALLHIDE 
Alkyd-type Fiat for walls and SATINHIDE 
Enamel for woodwork and other trim. 


You can supply all of these hues in 
quarts and gallons quickly and easily 
from one set of universal tube colors and 
only two tinting bases for each finish, 
The tube colors, which are available in 
4-0z., 1-oz. and %-oz. sizes, disperse 
rapidly and almost instantly produce the 
desired hues. Nearly half of the colors 
are made by adding only one tube color 
to the base materials. 


These modern MAESTRO COLORS 
| will help you make more sales with a 
| smaller inventory. Your turnover will be 
faster—profits greater. Why not send 
| coupon below for further information? 





Attractive Color Selector helps dealers 


sell faster and easier! 

Handy MAESTRO COLOR DECK © This sienpte cod covet Eee 
@ Here’s a handy 9x5-inch color maker. The colors are FL oe —s Ae - Pra 
deck with large reproductions of all py cane ou take-home chips. Additional chips 
300 MAESTRO COLORS. Use it as a are supplied without cost as they may be needed. 


supplementary salesaidatthecounter | Ss 
or in the home. It is also of great 4s 

interest to painters and decorators, Pittsburgh Plate Glass Company, 

Paint Division, Dept., ALM-35, Pittsburgh, Pa. 











: 

J . . 

1 Gentlemen: I am interested in further details of your 
| new MAESTRO COLOR SYSTEM. 
| 

| 

| 

! 





Name 





PittsBURGH PaINTs 


Address 








City County State 








IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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The Multi-Million Dollar Flintkote 
Research Laboratory A: Whippany, 


New Jersey, the search for a workable, practical 
back coating for insulating sidings was begun. And 
successfully completed! Here, tests were made to find 
out exactly how moisture content causes shrink- 
age in wood fibres. Here, a back coating to provide 
panel dimensional stability was developed. 
Here, tests were made to prove conclusively that 
our back coating did seal out undesirable moisture 
vapors. Tests, such as... 


Spray Chamber Back -coated panels are 
severely tested by a “pea-soup” fog in @ spray 
closet... simulating adverse job-site storage con- 
ditions. During this ordeal, the doors of the closet 
are closed and sealed for 24 hours. Even in these 
accelerated “bad weather’ conditions, the back- 
coated panels did not measurably change dimen- 
sion. After several different kinds of laboratory 
“torture” tests such as this, panels go to our. . . 


Dimensional stability 








for insulating siding panels 


provided by Flintkote scientists! 
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Here’s the story in R. H. Cubberley’s own words. 
He is the Director of Flintkote Research and 


Development. 


"The laboratory has recently completed some 
accelerated dimensional stability tests on our 


back-coated insulating sidings. 


“These tests clearly indicate that shrinkage under 
practical application conditions would not be 


objectionably noticeable. 


“Comments from the field indicate that the new 
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..»New back coating seals out undesirable moisture vapors 


back coating appears to have eliminated the 
shrinkage that sometimes results from these two 
causes: (1) Improper handling and storage im- 
mediately before application. (2) High humidity 
conditions inside the house.” 


These behind-the-scenes pictures will give you a 
little better idea of how this back coating was 
developed. Start with No. 1...and follow through. 


Tue Funrkore Company, Building Materials Di- 
vision, 30 Rockefeller Plaza, New York 20, N.Y. 
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3. “Test Farm” Here the panels are left to the “mercy of the elements.” 


You can see what a beating they take on the two “Test Houses” shown in the 


foreground. Now let’s go... 


4. Inside the “Test Houses” 
See the tank of water. Behind it is a small 
heater, set under thermostatic control to 
maintain 70% relative humidity. This rep- 
resents the peak humidity of a kitehen or 
bathroom. In this way we have simulated 
actual inside home conditions for the 


panels you now see tested on the exterior. 


5. Now look at this Close-up! 
Notice how tight and snug the panels stay 
fit... in this close-up shot of the exterior 
of a “Test House.” 


exposed to varying degrees of heat and 


After a year of being 


cold, to sunshine and storm these 
Flintkote back-coated panels still maintain 
their dimensional stability. And here 


FLINTKOTE 


the ole ylend of Lerice tod ‘me amore! 
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6. Final Proof! 


The results of the extensive outdoor ex- 
posure of back-coated panels on the ex- 
terior of the “Test Houses” 
on this chart. 


are shown 


Note the effectiveness of the back coating 
in preventing a change in the length of 
the siding panels, 

You'll want to see these new back-coated 
insulating sidings! They are available now 
for application, Call your Flintkote Sup 
plier today, Or 


today for complete information 


write, phone or wire us 


(For more data on advertised products fill in coupon on page 120) 31 





Report from 


March 18 


The Census Bureau is getting 
ready to make a search, beginning 
in April and completed by July, 
in regard to housing vacancies. 

The record number of housing 
starts has created some uneasiness 
in this industry; some six million 
new units since 1950, with but 
about four million new families 
formed during the same period. 
Are there housing vacancies in 
habit-forming quantities? 

The National Association of 
Real Estate boards thinks there 
are not, The NAREB made a check 
of 274 real estate boards located in 
communities of varying sizes in 44 
states; and it reports that 78% 
have vacancies of 2% or less in all 
types of rental units. A year 
earlier only 73% reported so low 
a level of vacancies. And 76% re- 
ported tental rates in gyi 
apartmdnhts unchanged from the 
previous year; while 9% reported 
rents of such apartments lower 
than a year before. 


Housing Vacancies 


The intense interest in housing 
vacancies has been explained 
ee well by a Federal Reserve 

oard report seers for the use 
of Congress. This report has much 
to say about the volatility of the 
real estate market. Normally, so 
the FRB says, existing living facil- 
ities are equal to supplying all but 
about 3% of the current housing 
needs in a given community. 

Naturally this percentage 
doesn’t hold for every area; but 
after much checking the board 
thinks it’s about average. Taking 
the figure as generally representa- 
tive, it is clear that if for a local 
reason the demand for residence 
units dropped off by 5% or even 
by 4%—no matter what the reason 
—there would be an immediate 
guess that the market has been 
seriously overbuilt. 

New construction would drop 
off sharply or even come to a com- 
plete stop. But if a 5% additional 
demand for living units were to 
show up, especially in an area that 
already had a fairly high-level 
demand, this might double or even 
treble the rate of new construc- 
tion. In other words, it’s a volatile 
market; and this is the reason the 
Census people are making their 
own check of vacancies. 
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Business is depending more and 
more upon government statistical 
reports; so there is increasing 
pressure for more accurate report- 
ing methods and for more complete 
coverage. Private economists say 
that of recent years the quality of 
government reports has improved; 
but they think further improve- 
ments are possible and necessary. 


Business Needs Figures 


For example, Walter Hoadley, 
Jr., of Armstrong Cork Co., told a 
joint Congressional committee that 
while it’s possible to find out how 
many new non-farm houses are 
started each month, there is little 
information about the extent to 
which housing needs are being met 
or what this new construction is 
doing to the value of older houses. 

The government has a big in- 
terest in such information; be- 
cause of the large total of mort- 
gage loans guaranteed by the 


government housing agencies. Fur- 
thermore, there isn’t exact infor- 
mation about the market for home 
repairs and modernization; and 
lacking that information the peo- 
ple who set federal — relat- 


ing to housing are likely to ignore 
the older buildings and to give an 
exaggerated emphasis to the build- 
ing of new houses. A number of 
factors, in addition to the coming 
census study of vacancies, indicate 
that Uncle Sam is preparing to 
extend and improve his statistical 
reports. 


Standby Controls 


The President has made it pretty 
clear that he doesn’t want Con- 
gress to enact standby controls at 
this session; but none-the-less, 
mobilization officials are pushing 
plans for getting such legislation. 
They dropped the idea, temporar- 
ily, when the Formosa thing broke 
out; fearing they might set off a 
storm of hoard-buying and price 
inflation. But the rumor is that 
standby controls will be pushed 
again, at the time Congress holds 
hearings on the extension of the 
Defense Production Act. 


According to plans, it seems the 
authority asked would be available 
to the administration only if the 
United States or its possessions 
were attacked by enemy forces. It 
wouldn’t be available to shackle 
a non-military flare-up in the econ- 
omy, simply by declaring an emer- 
gency. Such a stand-by law would 


be of a temporary or interim char- 
acter; something like Title IV of 
the Defense Production Act, under 
which the government was author- 
ized to impose price, wage, rent 
and salary controls during the Ko- 
rean troubles. No one seems will- 
ing to guess whether such a law 
can be passed at this time. 


Overtime-Wage Exemption 


The National Retail Lumber 
Dealers Association has hung out 
warning signals that retailers are 
threatened with an attempt to re- 
peal the overtime-wage exemption 
granted them under the Wage- 
Hour law of 1938. 


For 17 years there have been 
almost continuous efforts to reduce 
or to destroy this exemption and 
to bring under federal regulations 
the wages paid to retail employes, 
not only increasing the cost of re- 
tail operations but also imposing 
upon retail employers a rigid and 
burdensome system of records, re- 
ports and inspections. So far the 
efforts have not succeeded. 


You probably remember the ef- 
forts of the Wage-Hour adminis- 
trators to prove that lumber retail- 
ers were really wholesalers, since 
they sold building materials to 
contractors who resold these ma- 
terials in the form of houses; also 
the effort to prove that lumber 
dealers were in interstate com- 
merce. since much of the material 
they handled crossed state lines 
when shipped to them. 


These things were so coarse and 
obvious that they defeated their 
own purposes. Had Congress in- 
tended such rulings, the legislators 
simply wouldn’t have written the 
retailing exemption into the law in 
the first place. But it seems that 
now there’s a rugged effort on foot 
to get Congress to repeal this ex- 
emption. 

The NRLDA has defended the 
exemption, all these years, from 
practically every other conceivable 
kind of attack; and it proposes to 
man the barricades against this 
one. A good many other retail 
organizations are joining in this 
defensive undertaking. The asso- 
ciation will be asking for your help 
when the time comes to take this 
matter directly to individual mem- 
bers of Congress. 


—R. Y. Kerr 
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Display modern MALTA windows... 


the versatile line that really selis! 


MALTA units feature 

easy-to-remove jamb 

liners for installation in walls 

of varying thicknesses . . . full metal 
weatherstripping thet eliminates sticking ond 
rattling, and seals out drafts! Sesh is 
readily removeble 


Gc Propucts MERCHANDISER 


FEA sure way to please every customer and to increase window 
profits. Display the MALTA line of quality wood window 
units . . . each a fast-moving, high-volume sales maker 
preferred by progressive builders! MALTA Wood Windows 
are quality styled, attractively priced and economical to 
install. They possess every feature to insure complete satis- 
faction from your builder customers, 


The versatility of 
MALTA windows is 
shown above in the 
picture group with 
double-hung 
MALT-A-MATICS on 
each side. Write for 
literature and name of 
Malta jobber. 
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ATLANTA CONTRACTOR CALLS THEM... 


the mixer champs 


Listen to Mr. E. J. Kelley, vice president and gen- 
eral manager of MacDougald-Warren, Inc., con- 
struction contractors of Atlanta, Ga., as he praises 
his new Mack B-42 six-wheeler concrete mix trucks. 


“Throughout the Greater Atlanta area, which we 
serve,”’ says Mr. Kelley, “no other trucks can meas- 
ure up to Mack six-wheelers for mixer operation, 
both in heavy traffic and over rough ground. 


They’re champs for economy and dependability 
because they’re free from breakdowns on the job.” 


Wherever you go, you'll find plenty of prominent 
concrete mix operators like Mr. Kelley who 
swear by Macks. For trucks that will keep rolling 
under heavy payloads . . . in fast, uninterrupted 
schedules . . . take their tip and make greater 
profits with Macks. 


MACK TRUCKS Empire State Building, New York 1, N. Y. 

















Turn This Page for A Look At 


THE BIGGEST 
PROMOTION EVER 


for 
Hanpyman) 


The full color advertisement on the other side of this page 
pag 





will appear in The Saturday Evening Post April 30, 1955 
PI ; | 


WILL YOU BE READY? 


Call your wholesaler now! 











Here’s Stanley Handyman as it looks and sells in your store 
HT1 Island Topper Display with 175 tools — Dealer’s Cost $215.50 Complete 











No. 4 Plane — $9.00 ® No. 1210W 10 ft. Rule — $1.49 © No. 60 — 1” Chisel — $2.90 © No. 11% Hammer — $3.75 (Western price slightly higher) 


Are you really equipped to do the job ? 








» (STANLEY 






. the new medium priced 
matched tool line 





Now! 2 Great Lines 
from The 
Toolbox of the World 


STANLEY ] 


lay your hands on 








MADE By STANLEY to fill a growing need. Every 
tool does the job it was made to do, jobs you do 
around the house every day. The Tool Board 
shown on the wall is available complete with 
thirty-three basic tools for about $59.00, Or you 
can buy the board with hooks and clips for $5.50 
and have the real fun of adding a tool at a time 
from the Stanley Handyman line. 


YOUR HANDs tell you the difference. The four 
tools shown here are typical of Stanley’s best. 
Their feel communicates confidence ... Made 
and used by experts for more than 100 years, 
these Stanley professional tools stamp their own- 
ers as men who know the finest and who work 
with the ease and skill of true professionals. See 
all these tools at your favorite hardware store. 


Write Stanley Tools, 714 Elm St., New Britain, Conn. for free catalog and check list of basic tools. 


THE STANLEY WORKS * TOOLS © ELECTRIC TOOLS * HARDWARE © STEEL * STEEL STRAPPING 


... the finest tools you can 
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A bolster is left at the block plant at all times. Orders are phoned in and loads are made up while the Carrier is in transit. 


DIRECT DELIVERY to the Job-Site 


...cuts overhead for Geauga Lumber! 


Millwork Company in Chardon, Ohio had to cut over- 
head. So they bought a 20,000 lb. capacity Ross Car- 
rier, which eliminated double-handling at both the 
yard and job-site . . . reduced costly manpower over- 
head . . . improved customer service . . . speeded 
up all operations ... and minimized expensive bolster 
and carrying-member losses! 


Reduced operating costs and increased profits can be 
traced directly to the Ross Carrier and improved 
materials handling methods. Geauga’s owner, Mr. E. 
Prohazka, feels it ‘‘not only allowed us to compete 
with big suppliers on an equal basis, but greatly 

: : increased the efficiency of our entire operation.” You 
: eae dai ssamanta ” can enjoy the same benefits! Why not call your Clark 
dealer today . . . listed under ‘“Trucks, Industrial’’ in 
the phone book Yellow Pages. He’s in business to 
help you increase your profits. 


Se ee : To compete with big suppliers, Geauga Lumber and 





Remember: it takes 5 seconds for one man to load a Ross 


Carrier . 3 seconds to unload ... there's no waiting 
time, all work time. Send for Application History 10-G-52 
which explains in detail how Geauga handles concrete 


block by Ross Carrier. 


ROSS CARRIER LINE 


Ci qj RK CLARK EQUIPMENT COMPANY 
Benton Harber 40, Michigan 


While the Carrier delivers these 3 unit loads, ¢ 0 U IPME NT 


other loads will be made up for the next delivery. 
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Miracle Lustre Enamel . 4 
ithrooms and Finest Woo 


You, too, can get 45% to 50% of your 


the two best money-makers 


The sales of Super Kem-Tone® and Kem-Glo® are a matter of 
record ... they’ve been record-setters from the day they were 
introduced! They have because they pioneered ease of appli- 
cation, guaranteed washability, plus fast and easy cleanup for 
do-it-yourself home decoration. Sales now are bigger than ever! 

You can figure that 45% to 50% of your paint sales will 
come from Super Kem-Tone and Kem-Glo. And on top of 
that you'll experience additional sales from the exciting new 
development Super Kem-Tone Applikay, the new concept 
in decoration that brings charm and beauty to walls through 
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and now... 


anew ONE SHOT’ 


color system that’s 
simple and salable! 


compatible with both 
this...and... this! 





| 
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Another great Kem Products profit-maker! This 
new Kem Tinting Tube Color System blends 
with latex-base Super Kem-Tone and alkyd-base 
Kem-Glo . . . compatible with both! And the 
system is simplicity itself. To make any one of 
130 customer-tested shades, you simply add one 
tube of Kem Tinting Color to a quart or gallon 
of Super Kem-Tone or Kem-Glo, and mix. That's 
all! Because the system works with the regular 
colors you carry in stock, it requires only 8 tube 
colors in 3sizes. No“stocking”’ problem, Introduc- 
tory offer includes timesaving color chip display, 
- new Decor-Aider book, color chip folder for home 
eel My selection, and compact stock, All for only $63.50 


" a net. Full profit protection, Order now! 
— a =. ” 














paint business with 


Call, or write 


in paint retailing ] any of the following companies: 


@ The Sherwin-Williams Co. @ John Lucas & Co., Inc. 
ke R 101 Prospect Ave., N. W. 1617 Pennsylvania Ave. 
patterns in paint . . . and sparks more Super Cleveland 1, Ohio Philadelphia 3, Pa. 
P ! 
Kem-Tone sales, too: @ Acme Quality Paints, Inc. @ The Lowe Brothers Co. 
Then you'll see that the power of the Kem Products 8250 St. Aubin Street 424 E. Third Street 
merchandising program gives you sales helps that work Detroit 11, Michigan Dayton, Ohio 
promotion and advertising that develop store @ The Martin-Senour Co. © W. W. Lawrence & Co. 
traffic. All this can be yours if you’re willing to listen 2520 Quarry Street 1124 W. Carson Street 
> Chicago 6, Illinois Pittsburgh 19, Pa. 
for a few precious moments to the facts. . . facts that 
tell you why more dealers have made more money © Rogase Cube Sreeray te. 


8250 St. Aubin Street 


with Kem Products than any other paint line. Call, Detroit 11, Michigan 


or write for complete information. 






BuILDING Propucts MERCHANDISER (For more data on advertised products fill in coupon on page 120) 39 





40 


Filling @ customer's order for Trinity white cement at W. J. Bailey Co., San Diego, California 


THIS 1S ABOUT all there is to our story: We make 
a very excellent white cement. . . we tell and 
re-tell thé white cement users about it... we 


supply the dealers . . . the dealers supply the users 


... the jobs turn out beautifully .. . and everyone up 


and down the line is happy. If we are not now 


serving you—may we? 
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We 


... plain or waterproofed 
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American Fence is pre-Sold:.. 
Stock it-and you can close the deal 


Papers FENCE advertising appears 
in leading farm papers, which enjoy 
a circulation of more than 6,777,000 
readers. A survey of these readers re- 
veals that they are among the most 
modern, most progressive, most finan- 
cially stable farmers in the country. 
They are the class of customer you want 
to reach. And they are being reached. 
In addition to the farm papers, these 
farmers are constantly kept aware of 
American Fence through direct mail 
~ An literature, and radio and television 
jA cyt P a commercials, not to mention the most 
effective advertising of all — word-of- 
mouth advertising, by the thousands of 
satisfied users of American Fence. 
This is pre-selling—creating the de- 
sire to buy. Once the demand is there, 
the potential customer seeks out a 
dealer where he can buy the desired 
product. If you stock American Fence, 
you are that dealer. The sale is yours. 
Be Profit-Wise—Departmentalize! Display your American sign promi- 
Handle the whole line of USS American products. nently. Keep your American Fence out 
Mere ate a tear where it can be seen by everyone, and 
remind your customers with American 
literature that long-life American brand 
is the best fence in the field. 





SEE THE UNITED STATES STEEL HOUR. It’s a full- 
hour TV program presented every other week by 
United States Steel. Consult your local newspaper 
for time and station. 


uss American Galvanized 


Wire uss fname Tie Wire 


AMERICAN STEEL & WIRE DIVISION 
for Automatic Balers 


UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


6S Ameston A ma 
USS American “U” and 
Studded “T” Posts Pouly N 


USS AMERICAN FENCE AND Posts US° 


@eeeeee7#e1eecsceeeee8ee2ee¢ee8ese ® 
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Now-from Upson... 


another revolutionary new deve/opment 


primed siding 


16’ lengths. Delivers to your builders at lower cost 
than they would pay for conventional wood siding. 


Primed with most efficient exterior resinous-type paint on 
the market! One finish coat covers beautifully! Every fiber 
waterproofed. Toxic treated to resist fungi, mold, 
termites. Won't crack, or split. Knot-free! No short lengths. 


teenth oi 





No waste. Fast, easy app in conv | manner. 
Sizes: 16’ long by 12” wide. Also 


Your builders will be interested in this extraor- 
dinary new siding. It’s the ultimate in siding 
quality and lowest in cost. 

An amazing resinous-type paint applied under 
ideal factory conditions gives a more uniform 
priming job than can be obtained in the field. 
Modern straight-edged Upson Primed Siding 
improves the appearance of every home. 

After years of laboratory and field testing, 
Upson Primed Siding now is available through 


up to 20’ lengths for special purposes. your jobber. Send for a sample to show your 


builders. Use the coupon below. 


The builder-owner of home shown at left 
writes, “I selected Upson Primed Siding because 
it paints better than wood siding—will not split. 
No twisted or crooked boards. My house, now 
over a year old, has gone thru all kinds of 
weather .. . cold, hot, wet, and dry. The Upson 
Primed Siding looks just as good as the day |! 
applied it. Best of all, it costs less."’ 





wills 
‘ GZ 


UPSON 
_— Please rush FREE sample and details on Upson Primed Siding. 
THE UPSON COMPANY we 


763 UPSON POINT, LOCKPORT, NEW YORK 





NAME OF FIRM 





ADDRESS 





Let us tell you the whole exciting story. Fill out and mail coupon 
today for FREE les and complete details on revolutionary, ory 


new Upson Primed Siding. JOBBER'S NAME 














JOBBER'S ADDRESS 
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EDITORIAL: 


How Much Can We Sell - - Of What? 





Here is a method of securing bal- 
anced performance in purchasing, 
inventories and sales development: 


Our dealer workshops are 
evolving a science of lumber and 
building products retailing. 

Indicative of this approach is 
the following breakdown of the 
percentage of sales of workshop 
dealers department by depart- 
ment. 

In the first column are the 
average departmental percent- 
age of all reporting dealers in 
each department shown. 

For example, the average per- 
centage of lumber sales to the 
total building material sales in 


several hundred yards reporting 
is: Lumber, 30%; millwork, 
10.6%; paint, 6%; hardware, 
6%, etc. 

Dealers doing a higher per- 
centage in lumber may find that 
they can increase their sales in 
other departments without sac- 
rificing any lumber volume! 
(Perhaps the additional sales im- 
petus would imerease lumber 
sales.) 

The second column shows what 
the more aggressive depart- 
mental sales organizations are 
producing, department by de- 
partment. These figures are the 
average of all dealers who report 


higher than average percent- 
ages, department by department. 

As these workshops continue, 
these averages will undoubtedly 
change somewhat and we will re- 
port significant changes from 
time to time, 


DEPARTMENTAL AVERAGES 


Average 


The Percentage of Total Material All 


Sales In Each Department 


Workshops 


Lumber and Related Products 


Plywood 


Metal Building Products. . 
Windows, Doors & Millwork........ 


Paint & Decorating Products 
Hardware & Related Items. . 
Glass & Plastic Products Caulking 
Electrical Supplies & Fixtures 


Board & Wall Tile 


Floors and Floor Covering 


Roofing, Shingles & Siding...............0..00005 . 


Insulation 


Heating, Ventilating, Air Conditioning 


Outdoor Living, Fireplaces & Accessories 


Kitchen & Bathroom Improvements & Accessories 


Garages, Garage Doors & Hardware 
Plaster & Plastering Products 
Cement & Masonry Products 


Clay & Tile Products 


Tools, Tool Rentals and Machines 


Average of All 
Dealers Higher 


Than Average 


40.0%, 
17.5 
6.5 
20.0 
15.0 
19.0 
3.5 
8.0 
11.0 
5.0 
13.5 
8.0 
5.0 
3.5 
7.0 
6.5 
15.0 
18.0 
15.0 
4.0 


211.0% 


It looks like the average dealer could double his business if he did 
as well in each department as the average of the more aggressive 


merchandisers. 
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Rita, Clarke 


MEANS BUSINESS! 







owe on 
HERE'S THE FAMOUS 
CLARKE THREESOME 
EC-8 SANDER 
Fastest cutting 


machine in the 
rental field 













at 


MAINTAINER , 
Waxes, scrubs, 
polishes and D 
steel wools ” 
C-5 EDGER 
Perfect for 
those hord- 
to-reach spots 


Seeeueeeeeeeeeaeeeeeeeeaeaeeae 
CLARKE SANDING MACHINE CO. 
346 East Clay Avenue Muskegon, Mich. 
Please send me the complete Renta Clorke sales 


plen thet will build extra rental profits for me. 
There's neo obligation, of course. 


NAME — 





sTORE___ — 


RSST w= —E 








Cv... 















' The most profitable 

" __ sales plan in the floor 
machine rental 

a 1) field is yours FREE — 

"~~ compliments of Renta “ 

' Clarke. The plan 
shows you how to get 
the most profit in 

‘ rentals and sales of 

sandpaper, sealers, 

varnishes, waxes and 


aad related items. 
f Send the coupon for 
{ your plan today! 


Authorized Sales Representatives and 
Service Branches in All Principal Cities 


@ Pt 


SANDING MACHINE COMPANY 


346 East Clay Avenve + skegon, Mich. 
PIONEERS IN THE DO. mweeassie” RENTAL FIELD 
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Advertisement 


$288.00 Income per Square Foot 
from Floor Machine 
Rental Department 


Average per year income from three stores 
renting Clarke Floor Machines 





William J. Goggin of the Gog- 
gin Paint Store, Kalamazoo, 
Michigan, takes time to acquaint 
his rental customers with the 
operation of a Clarke sander. 


“Renta Clarke’s More Business Plan 
really works,” says Bill Goggin. “It 
brings regular and dozens of new 
customers into the store. It creates 
‘double-sales’ — because we always 
sell related items such as sandpaper, 
paint, varnish and stain, as well as 
from other depart- 
In fact, we average about 


merchandise 
ments. 
$1,000 a year in rental fees from 
each set of Clarke machines alone! 
Plus $3.00 worth of related items 
for every dollar in rentals. That is 
really profit. Our Clarke rental de- 
partment more than pays our rent.” 





Frank Januzzi, owner of the 
Watchung Hardwore Store, Wat- 
chung, N. J., credits Clarke ma- 
chines for much of the $7400 
rental income he receives. 








March 21, 


“There’s no question in my mind 
that much of the success of our 
rental department is due to the fact 
that we rent Clarke equipment,” 
Januzzi says. “We find our custo- 
mers like to work with Clarke ma- 
chines and that we have very few 
on-the-job difficulties.” 


Actually, according to Januzzi, it’s 
the sale of related items and im- 
pulse purchases that make the 
rental department doubly attractive 
from a business standpoint. 


“IT just wouldn’t think of abandon- 
ing this rental business. And I can 
recommend Clarke rental equipment 
to any owner in this field who wants 
to provide a service to his customers 
and build a profitable business.” 





“Last year 1,095 customers rented our 
fourteen Clarke machines.” 


There’s little wonder that William 
B. Webster and William W. Atchi- 
son, co-partners in Wolverine Paint 
& Supply Co., Grand Rapids, Mich., 
are happy they bought Clarke floor 
sanders, edgers and polishers for 
rental use of their customers. Wol- 
verine’s floor machine rental depart- 
ment income topped $6,000, 


Webster explained it was impossible 
to determine the value of impulse 
items purchased by rental custo- 
mers when they visited Wolverine 
to pick up or return floor machines. 
“But we know it was considerable. 
After all, we need plenty of store 
traffic to build profits in this busi- 
ness. And we sure build it when 
we stress our floor machine rental 
department.” 


Dozens of new customers also ap- 
peared in the store after he adver- 
tised the rental department, Web- 
ster reported. 
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MINIMUM MANUAL HANDLING and fast delivery to the job site is possible with car- 
riers like this one in use at the Fingerle Lumber Co., Ann Arbor, Mich. 


No. 1 
in a series 
of articles 





Introduction 


This is the first in a series of ar- 
ticles on materials handling. Many 
good articles have been written on 
this subject for the lumber dealer, 
but we believe that the subject has 
never been handled in such a way 
that a dealer could examine his own 
operation in the light of the best 
available information. That is what 
American Lumberman will do in 
this series. 

The next article in this series, 
April 18th, will discuss materials 
handling fundamentals. It will cover 
the 11 basic fundamentals, which 
form the foundation for a materials 
handling system. Mr. Footlik will 
tell you how to compare your layout 
with these fundamentals. 
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Do You Have a Materials 
Handling Problem? 


Use the check list with this article to help answer that 
question. Further articles in this series will help answer more 
of your questions on this important subject. 


By IRVING M. FOOTLIK 


Approximately 80% of yard ac- 
tivities can be attributed to ma- 
terials handling. We define han- 
dling as including unloading, stor- 
age loading and delivery to the 
customer. 

Why not reduce the number of 
dollars spent for materials han- 
dling and turn them into profits 
instead? 

As a lumber dealer, you know 
that materials handling is one of 
the most important operations in 
your yard. Perhaps you saw and 
heard the demonstrations and com- 
ments at the first annua! National 
Retail Lumber Dealers show in 
New York City in October, 1954. 

With so much information—and 
misinformation — on materials 
handling floating around, your 
curiosity has undoubtedly been 
aroused as to what this subject is 
all about. 





The retail sales of lumber have 
been undergoing a change based 
on the new ideas and conceptions 
that have been started relative to 
the construction of houses, Not so 
many years back, a lumber dealer 
handled only lumber. Today, most 
dealers handle a good many build- 
ing materials along with lumber, 
even including plastic products 
and steel. A good many dealers are 
catering to the do-it-yourself 
trade; others are turning their 
lumber yards into do-it-yourself 
yards and self-service super-mar- 
kets. 

Yard Efficiency Required 

Competition in the lumber busi- 
ness was always very keen, but it 
has never been as competitive as 
it is today. This makes it impera- 
tive for dealers to operate with 
a higher degree of efficiency. 

(continued on next page) 
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BELT CONVEYORS are used to handle millwork items and VERSATILE FORK LIFTS are the workhorses in every 

light packaged goods. yard adapted for materials handling. This one at the 
Thompson Lumber Co., Champaign, Ill., is adapted for end 
loading. 


This is your opportunity to de- 
termine whether or not you can 
reduce your handling costs. Look 
at some of your yard activities 
and see whether they actually lead 
to materials handling solutions 
and savings. 

Possibly you feel your yard is 
operating efficiently because of the 
profits you enjoy. On the other 
hand, it would be foolish for you 
not to look ahead into the future. 
With any increase in labor rates 
and overhead, you will certainly 
try and find some kind of savings 
in your yard to balance it off. 

The questionnaire, which you 
will find with this article are all 
“lead” questions, which will help 
you decide whether or not there is 
a materials handling problem in 
your yard. 

One of the best methods to fol- 
low in analyzing these questions is 
to appoint a committee consisting 
of the operating management of 
your yard. The committee should 
be asked to answer each of these 
questions. Every “yes” answer is 
an indication that your handling 
system may be antiquated and is 
costing you needless waste in dol- 
lars and manpower. 

Wherever your committee is un- 
able to answer a clear “yes” or 
“no”, it might be advantageous for 
you to compare what other yards in 
your area do, especially those 
yards that are completely mechan- 


ized. 
Talk Over Results 
Carefully check those phases that 
show a need for further study. Make 
further analyses, which will give 
COVER: New fork lift equipment in use at the Totawa Lumber & Supply Co., you figures on the volume of goods 


Totawa Borough, N. J. (continued on page 48) 
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in this 


Paints MINNHUE 


Tell Meelile meets 
Yet, you offer con 
amount of Sy olela) 


folmae) lela Miami Mililtil-t 


lin in lalOl ee) lelg Meld -M slant ticle Micl ar; 
pertect for quick turnover, steppe 

i <toloMolicls|- tm siellilmslae 

customer-tested color 

Paints MINNHUE Custo: 

alt iollolt MameobZalelulliamelehZ-lgit tials 

ollohamelile Me eleelitelilesMlel iia 


bigger paint volume 


WRITE NOW FOR FULL INFORMATION ON 


Minnesota THIS UP-TO-THE-MINUTE COLOR SYSTEM 
PAINTS 


i Oc 
— MINNESOTA PAINTS, INC. 


MINNHUE CUS TORS 5 190! Se. Mets 2. Minneapolis, Mine. 


COLORS Send me the big news about “Minnesota” MINNHUE Custom Colors, and how they can 
help me boost my paint volume 


Minneapolis 
Fort Wayne 
Atlanta STATE 
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you handle; the physical character- 
istics of the items you handle, such 
as weight, length and shape; also 
the travel characteristics, such as 
distance and location of items to be 
moved. 


The art and science of applying 
materials handling equipment to a 
lumber yard operation is not such a 


deep mystery that it cannot be ap- 
ee to your yard with simplicity. 

asically, materials handling con- 
sists of good, common mechanical 
sense. 

Remember, materials handling 
equipment will help you: 

1. Provide for a more efficient 

utilization of yard space 


2. Give better customer service 

3. Reduce the cost of handling 

After you have answered and 
analyzed these 30 questions with 
your committee, retain these for 
further comparisons with future ar- 
ticles in this series, which will dis- 
cuss how to effect materials han- 
dling savings in your yard. 





Check Your Yard for Materials Handling Efficiency 








© Are your indirect labor costs high? 18. © Do you load freight cars or trucks by hand? 
20 Is your overhead expense too high at any 19. © Do your yard trucks operate more than 20% 
int? of the time empty? 
& 0 the Landline a oe accidents due to 20. © Is the major portion of your materials han- 
dling equipment over 10 years old? 

4. © Is there much manual handling of materials ‘ : 
weighing more than 50 pounds? 21. O Do you have many rehandling points along 
, . ie . your order picking lines? 

> i tos enainedmaianet. oo 22. ( Does your present handling system eliminate 
. ated . . . unexpected material shortages? 

ae re skilled employes, such as machine opera- , ’ . 
tors, ccomivel aa waste time otiiea’ won: 23. 0 Are you performing too many different kinds 
terials to and from their machines? of handling operations when fewer would do? 

7. O Are there frequent delays in order picking and 24. © Do your lines of material travel overlap? 
stocking time due to poorly scheduled delivery 25. © Are you using power arrangements when 
and removal of materials ? gravity could move the work more econom- 

8. © Is there an unexplainable decrease in produc- scaly 1 
tivity in certain departments? 26. O Are you trying to fit misfit handling devices 

to new production jobs just to use up old 

9. © Do you find material “jammed up” at certain equipment? 
points? 37. 0°: De you perform a lot of unnecessary handling 

10. © Can you make more efficient use of your stor- operations ? 
ete pes tn mechanical high tiering of stock 28. © Have you been using special devices when 
to the ceiling? standard equipment would suffice? 

11. © Is there opportunity to utilize “overhead 29. © Can you combine operations to avoid repeti- 
space” for storage? tions of materials travel? 

12. © Are your demurrage charges high? 80. 0 Do you try to make one kind of equipment do 
: : ; all kinds of handling jobs? 

13. () Can you make more efficient use of “unit 
loads” ? 

14. (| Is much of your material damaged during Your Questions Invited 
handling? As a feature of American Lumberman's service to read- 

15. © Are materials often misplaced? ers on their materials handling problems, you are invited 

, to — any question you may have on this subject. 

16. © Are the maintenance costs on your materials Please fs Sa your inquiries to American Lumberman, 
handling equipment continuously rising? c/o Materials Handling Department, 139 North Clark 

17. ( Are there many single handling jobs requiring Street, Chicago 2, Ill. 


two or more different types of handling equip- 


Problems of sufficient general interest will be answered 
ment? 


in these pages. 
























Dealers have constant need for the specifications o 
hundreds of individual building materials. But saving, 
filing and finding the specific catalog on. every product, 
when needed, is an almost impossible task. So why 
‘ attempt to do so? Instead, get your specifications the easy, 
convenient way: consult the 24 product sections of the 
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Your 
DO-IT-YOURSELF 


department is not complete without Alumatic 


“DO-IT-URSELF’ 


Aluminum Products 


You buy 'em packaged ready fo sell! 


Aluminum products sell 

faster because more and more home-owners 

are demanding this modern miracle material! And the 
leader in aluminum is Alumatic — largest exclusive 
manufacturer of aluminum weather control products. 


Go aluminum NOW — with Alumatic! 


—— 
po-it- URSELF sssenien nana 


| Aluminum WINDOWS 
| 
| 


Completely Assembled — 
DOORS Ready to Install! 
© COMBINATION DOORS 
@ FULL SCREEN DOORS 
©SELF-STORING DOORS Nothing to change, 


Ruggedly-built storm and screen nothing to store! No 


doors that add beauty to homes of meaprypRE Ie 
= @©= every style and age. Priced so low Bui — ai — 
m= that every family can afford one. ee ee 


Easy to stock, easy to sell. : made to last for years 
without annual up- 


Completely Assembled — keep and painting! 
Ready to Install! 


RSELF_ see 
ALUMINUM AWNINGS-DOOR HOODS 


Completely Assembled — Ready to Install! 


po-iT-U 





Send 
Coupon 
NOW 





Permanently beautiful — with modern 
horizontal lines. Everlasting aluminum and 
stainless steel construction 

. can’t rattle, can't PCre*sesssesnenns 


§ AL = 
rust! Beautiful baked 2081 6. sem op URSELF DIVISION 
on rainbow colors. + Milwaukee 14, Wis, AL-3.55 


Send details on your Do-It-Urseif Line. 
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6 Steps to 60 Sweat-Equity Sales 


Complete service: materials, financing and personal ad- 
vice, help turn home prospects into buyers for Indiana dealer. 


Sales of sweat-equity houses are 
strongly promoted at Wright-Bach- 
man’s home planning center in In- 
dianapolis. Fast but thorough serv- 
ice of the customer's needs is credit- 
ed by J. Ralph Wedel, who heads the 
department, for the 60 sweat-equity 
an made in 1954“... and we ex- 
pect to sell at least 100 more this 
year through our depariment,” adds 
Ralph, “since we are in production 
with the Lu-Re-Co panel system. 

(See the firm’s Lu-Re-Co story in 
American Lumberman, January 24, 
1955, page 18). 

About 75% of the home planning 
depgrtment’s sales were made to 
the sweat-equity trade in 19654. 
Wright-Bachman’s advertising, lo- 
cation and store facilities bring 8- 
10 people each day into the home 

lanning department during the 
coey building months. 


Play Down Price 


“Many of these people want a 
new home, but they realize they can 
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swing it only if they do part of the 
work themselves,” says Ralph. “We 
are geared to take these people 
through our step-by-step procedure 
of home ownership smoothly and 
rapidly in our own showroom. We 
talk in terms of benefits of the home 
package, service and small monthly 
payments. Total price is a subordi- 
nate issue.” 

This is how Ralph describes the 
firm’s step-by-step procedure for 
new home prospects: 


1. Very few people who do not 
work regularly with their hands are 
capable of building all or part of 
their own homes. We find we must 
screen our sweat-equity house ap- 
plicants carefully to be sure they 
have the manual skill and physical 
strength to do the job. 


2. Through our wide selection 
of home plan books and magazines, 
we make sure the customer finds a 
house plan that fits his pocketbook. 
This is important; if you oversell 
the customer at the start, you’li run 


HOME PLANNING DEPARTMENT 
at Wright-Bachman is geared to 
take sweat-equity customers 
through a six-step procedure to 
home ownership. J. Ralph Wedel, 
manager, left, discusses house plans 
with potential buyers. Notice the 
photo gallery of homes. 


into trouble all the way. 


3. We price out the house to 
show the customer what the down 
payment and monthly payments will 
be. When the customer gives us the 
go-ahead, we immediately start ar- 
ranging the financing with a lend- 
ing agency. 


4. We get the building permit, 
then underwrite a note for the con- 
struction money, so the customer 
can pay his contractor’s bills every 
30 days. Final financing details are 
arranged for the customer as soon 
as the house is complete. 


5. If the customer intends to do 
some of his own work, we exercise 
supervision over the entire job. And 
if the sweat-equity builder runs in- 
to a tough spot, we'll send out men 
to help. 


6. It’s important that the dealer 
take steps to protect both himself 
and the sweat-equity builder. We do 
this by providing a financial cushion 
in the financing transaction to al- 
low for mistakes and ruined ma- 
terials. 


Wright-Bachman refunds this 
cushion money when the house is 
complete, if nothing goes wrong on 
the = The customer gets the re- 
fund with the explanation that the 
cost of materials was not quite as 
high as originally estimated. 
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HOW TO GROW 








PROFITABLY 


IN THE BUILDING SUPPLY BUSINESS 


“We grew with 
Certain-teed |” 


REG. U.S. PAT. OFF. 





Says secretary and treasurer of Tennessee 
firm celebrating its 50th anniversary 


“We have never, in all our 50 years, bought an 


item anywhere else if it was a product obtainable 
from Certain-teed,” states T. B. Guthrie of Guthrie, 
Bradley & Jones, Inc., a Southern building and hard- 
ware supply firm which has just celebrated its 


50th Anniversary. 


“The quality of Certain-teed products is tops,”’ con- 
tinues Mr. Guthrie. “The price has always been in 
line, and our relationship with Certain-teed has 


always been the best.” 
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(Above) Original store of 
Guthrie, Bradley & Jones, 
Inc., Sweetwater, Tenn, 


(Left) Present store. 


(Below, left to right) T. B. 
Guthrie, Secy. and Treas.; 
J. R. Bradley, Vice Pres.; 
O. K. Jones, Pres. 


It takes many things to keep a building supplies busi- 
ness growing steadily over 50 years. It takes pro- 
gressive planning, sound merchandising, and plenty 
of hard work. And it takes a line of building mate- 
rials your customers can count on for top quality 


and full value. 


Having just completed our own first 50 years, we at 
Certain-teed are proud of our long association with 
Guthrie, Bradley & Jones, and are pleased to have 


made some contribution to their success. 


CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y, 


ASPHALT ROOFING + SHINGLES + SIDING © ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER © LATH © WALLBOARD © SHEATHING + ROOF DECKS 
FIBERGLAS BUILDING INSULATION © ROOF INSULATION + SIDING CUSHION 


Ceortain-teed 


#6. U.S. PAT. OFF. 





Quality made Certain ... Satisfaction Guaranteed 
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NEW PINE-PANELED LIVING ROOM remodeled from a catch-all 


storage room. Desk, built-in drawers and gun rack were fabricated at 
the same time. 


Contest Points Up Profits 


in Remodeling Jobs 


Maine dealer cited for par- 
ticipation in joint NLMA 
and Country Gentleman pro- 
motion. 


Repair and remodeling jobs are 
good business for every dealer. 
This well-known fact is underlined 
by the recent home improvement 
contest conducted by Country 
Gentleman magazine and the Na- 
tional Lumber Manufacturers As- 
sociation. 

L. C. Andrew, South Windham, 
Me., dealer, was one of several 
hundred building materials deal- 
ers across the country who not 
only furnished materials for these 

rojects, but who received excel- 
ent newspaper publicity when 
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contestants won state and national 
prizes as in the case of Charles E. 
Whitney of Cornish, Me., who pur- 
chased materials to remodel a 
catch-all room, a woodshed and 
dirt-floor car shelter into a beauti- 
ful pine-paneled living room, a 
cement-floored garage and game 
room. 

“We estimate that about 25 per- 
cent of our sales volume is for 
repair and remodeling work,” says 
L. C. Andrew. “Judging from the 
demand for blueprints from our 
architectural and drafting depart- 
ment, we anticipate a continued 
heavy demand for new homes in 
our area.” 

The total cost of materials for 
the Whitney remodeling project 
was $1,589.46. Much of the actual 
work was done by Mr. and Mrs. 

(continued on page 115) 
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LUMBER DEALER Arthur D. Andrew, 
presenting a $100 defense bond to state 
prize winner Charles Whitney on be- 
half of the National Lumber Manufac- 
turers and Country Gentleman maga- 
zine. 
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Your Best Salesman...the Masonite Man 


When you sell Masonite 
Presdwood® you sell the 
hardboard that dealers profit 
by most. Here’s why: 





Famous name. Made that way by more than a 
quarter-century of consistent advertising and pro- 
motion to your customers. They know the board 
with the Masonite man, want it and ask for it. 


Easier selling. More sales helps, more literature, 
more point-of-sale material than any other hard- 
board source. 


Fine quality. Made by the oldest, most experi- 
enced hardboard manufacturer, Presdwood is 
quality checked all the way. 


Sell This Man—He 


Complete line. With 44 types and thicknesses, 
Presdwood offers your customers the answer to 
their every panel need. 


Sales starters. Every Masonite salesman spends 
a large part of his time calling.on architects and 
builders and other trade factors, developing in- 
terest in Presdwood, steering sales your way. 


Traffic builder. Presdwood stimulates sales for 
lumber, paint, hardware and other items. Builds 
traffic from all types of buyers. 


Logical “leader.” Add it all up and you can see 
why the famous Masonite trade mark is truly the 
man who makes the difference in your selling 
program. Masonite Corporation, Dept. AL-321, 
Box 777, Chicago 90, Illinois. 


Makes the Difference 


MASONITE’ PRESDWOOD 


PANEL PRODUCTS OF 


MASONITE CORPORATION 


Masonite” signifies that Masonite Corporat 


PRODUCTS MERCHANDISER 





(For more data on advertised products {ill in coupon on page 126) 
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Sell the Design Advantages of Your Houses 


By PAUL T. HAAGEN 


When an architect speaks of a traditional house, he 
means a house design that has been carried over from 
past styles such as Cape Cod, Colonial, English or 
French. The plan arrangement, which may be about 
the same in each case, usually has about the same rooms 
and arranged for the home owner’s needs, but the lay- 
out will determine the exterior design. The exterior 
and interior details will follow the traditional styles. 
Materials used and lines of roof, all spring from past 
styles. 

Size of windows will also adhere to standards de- 
veloped in former days. You will not depart from these 
details if you desire a truly period house. The Con- 
temporary House, on the other hand, so often referred 
to as the Modern House (never modernistic!) departs 
from all past design tradition. 

It is, in fact, revolutionary. The Contemporary house 
starts logically with the plan, is designed to be lived 
in as of today, realizing our present changed economic 
systems; no servants, simpler living, new gadgets to 
make housekeeping easier, built-in furniture and other 
features; but drat of all, the house plan which adapts 
all the new modern ideas to a workable, open plan. 

The open plan emphasized in the modern house re- 
sults in a feeling of more space; a smaller house seems 
to become larger. Thus the living room, dining room 
and hall may be one large space separated by furniture 
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placements, by screens, by glass panels, planters and 
built-in conveniences, which afford the usual activities 
to the simpler plan. 

Because of these modern departures, windows are 
larger; great picture windows are practical. All the 
new technical developments such as heating, plumbing, 
work-saving appliances, insulation, no basements, no 
attics and new trends of family living conditions—all 
these developments work together to create the newer 
house called Modern. 


You have two general choices when building a house, 
a traditional or period house, the outgrowth of one of 
the historical styles, or the modern, where all historical 
tradition as to the plan, exterior design and details is 
cast aside. 


Probably your most conservative choice would be one 
of the historical or period styles that grows naturally 
out of the plan and modify it to meet present day build- 
ing methods. Bring the style up to date with the im- 
provements of equipment in order to conform with to- 
day’s living conditions. In this way you will probably 
have a safer, better house; not radical, not bizarre, but 
with a modern flair. 


A good rule is to ascertain the conditions, as to plan, 
style, roofs and windows that have been satisfactory in 
the community in which you will build and then adapt 
your new home design to the standard practice that has 
proven itself. 
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This One-Story House 
Features Open Planning 


Bebo Fm. 
M6" X /2' 





This beautiful, one-story house has three bedrooms, 
spread all around the back wall, away from the street 
noises. Notice the circulation from living room or din- 
ing room to any bedroom. 


Here again the garage is made an integral and basic 
part of the design with a flat roof that saves money. 
There is no basement, but a basement might be had by 
simply dropping the footings and walls to the required 
depth and running stairs to same where the heater is 
now shown. 

There are excellent closets and all utilities, except 
heater, are in kitchen and laundry. Here is freezer, 
washing machine and dryer, as well as kitchen equip- 
ment, concentrated into one room for step saving. 

One of the fine features of this plan is the full sweep 
of living room and dining room across the complete 
front, thus emphasizing the theory of open planning 
which makes small rooms appear larger. 

Large windows dominate the front facade. 


Here is a house that has concrete block walls that has 
style and charm that a lumber dealer may use to com- 
pete with the poorly designed block house. There is a 
great deal of lumber in the house. The windows are of 
standard design. 

A good and unusual design in a house is certainly 
the one factor that the lumber dealer can use as fine 
competition against the prefabricated, box-type home. 

Plan number AL-202. 





How to Order House Plans 


This is the third in a monthly series of American 


- Lumberman house plans. Blueprints are available at 

$35 for a set of four plans or $15 for one set. This 

x price includes blueprint working drawings, specifica- 
jl tions and a lumber and materials list. Checks for 





lans should accompany each order. These should 
Ee mailed to American Lumberman, c/o Plan Serv- 
ice, 139 North Clark Street, Chicago 2, Ill. 
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A completed truss is seen on the stage, right, and a truss jig, left 


Sell more house parts instead of pieces with... 


400 DEALERS AND BUILDERS learn about a system for fabricating nail-clued trusses 


University-Designed Nail-Glued Roof Trusses 


Another method to help sell your 
builder and consumer customers 
house parts instead of pieces is 
revealed in new information on 
nail-glued roof trusses. 

The nail-glued trusses, designed 
jointly by Purdue University and 
the University of Illinois, provide 
one of the strongest and most eco- 
nomical types of wood roof con- 
struction ever developed for 
houses. The trusses can be used 
with the Lu-Re-Co system of con- 
struction. 

The technique involves use of 
plywood gussets, board splice 
plates, nails and casein glue to 
join 2x4 truss members. The sys- 
tem is suitable for trusses with 
spans ranging from 20’-28 and 
with pitches ranging from 1/12- 
1/12. Purdue experts have also 
designed an unusual glue spreader 
which is well suited for dealers 
and builders. 


Here are some of the advantages 
of nail-glued trusses: 


1. The nail-glued trusses, on 
the average, are stronger and more 
rigid than bolted or nailed trusses. 
A nail-glued truss holds members 
firmly without possibility of slip- 
ping. In strength tests, the wood 
members rather than the glued 
joint, is the first to fail. 
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2. The nail-glued trusses, be- 
cause of their strength, enable 
construction of roofs at lower, 
more modern pitches. 


3. It’s a debatable question 
whether nail-glued trusses are 
cheaper to build than nailed or 
bolted trusses. Fabrication of nail- 
glued trusses is faster because 
2x4 members do not have to be 
specially cut or beveled. Also, 
there is no need for drilling as in 
bolted trusses. Depending on the 
dealer’s circumstances, the cost of 
the glue and plywood for gussets 
on nail-glued trusses will run 
about the same as rings and bolts 
on bolted trusses. 


4. For dealers who have heated 
(50° or warmer) fabrication and 
temporary storage areas, fabrica- 
tion of nail-glued trusses provides 
an excellent means of keeping your 
men busy during slack months. 


“If a dealer or builder has heat- 
ed fabrication areas,” says Don 
Reid, engineer for Schleicher & 
Sons, general contractors, Gary, 
Ind., “they will find fabrication of 
nail-glued trusses is cheaper than 
for bolted trusses. I feel a dealer 
can make money building and sell- 
ing nail-glued trusses — but the 
question of heat is the major de- 
ciding factor.” 


March 


21, 


Here are the elements involved 
in the fabrication of nail-glued 
trusses: 


TRUSS MEMBERS: Also called 
top and bottom chords, members 
used for the nail-glued trusses are 
No. 1 2x4’s (or 2x6’s) with a 12% 
18% moisture content. The truss 
members must be clean because 
dirt will interfere with the setting 
of the glue. 


PROPER GLUE: After exten- 
sive tests, the university research- 
ers decided that common casein 
glue is the most ideally suited for 
dealer-builder purposes. Casein 
glue will set rapidly giving a bond 
stronger than the wood itself over 
a wide range of conditions. The 
glue, grade “A,” must be properly 
mixed according to manufacturer’s 
instructions. About one pound of 
glue is sufficient for one truss. 


GLUE APPLICATION: The 
metal glue spreader developed by 
Purdue is a flat-sided cone with a 
long wooden handle attached. Top 
of the cone is open to receive the 
glue and the bottom of the cone 
contains a serrated wheel. The ap- 
plicator pushes the spreader along 
the truss member; the wheel turns 
leaving an even strip of glue on 
the wood. Glue flow is controlled 
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GLUE CONTAINER is a sheet metal 
can with a long stick for a stopper 
Stanley K. Suddarth shows how the 
glue spreader is filled 


¢ i Ve. 
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STAPLING MACHINE can also be used to attach gussets to truss chords. Two 


rows of nails or staples are used on each 2x4 at four-inch intervals 


GLUE SPREADER is demonstrated by Suddarth on a truss-end model 


by a turn-key. 

The glue spreader can be easily 
dismantled on the job for cleaning 
in a bucket of water. A simple can 
mounted on three legs holds 25 
pounds of glue and allows easy 
filling of the spreader (see photos). 

When the gusset plates are 
brought down onto the 2x4 mem- 
bers with nailing, glue will squeeze 
out all around the joint, if a suffi- 
cient quantity is used. Correct 
spread can be found by trial and 
watching the squeeze-out. 


PLYWOOD GUSSETS: material! 
used for the gussets is 1." plyscord 
(sheathing-grade plywood with a 
waterproof bond). The average 
trusses uses seven gussets: one in 
the center; two front heels and 
two rear heels for the ends; and 
two in intermediate positions. 


BUILDING Propucts MERCHANDISER 


Normally, one 4’x8’ sheet of ply- 
wood will furnish enough gussets 
for two nail-glued trusses. The 
plywood should have bright, clean 
surfaces. Contaminated surfaces 
will not allow proper glue setting. 
In addition to the gussets, two 
splice plates are used to help join 
the top and bottom chords in the 
center. The splice plates are 1"x4 
boards. 


TRUSS LAYOUT: nail - glued 
trusses must be laid out on a flat, 
firm surface. A level floor is satis 
factory, but a sturdy jig table is 
better. With the jig table, tem 
plates and marks show where the 
members fit and where nailing is 
done. 


NAILING: with the glue spread- 
er (or with a brush, or hand-blade 








NAIL MACHINE is used to attach gus 
sets to the 2x4's., This machine utilizes 
a saw-tooth nail to hold gussets to 
members until the glue sets 


spreader), the glue is applied to 
the 2x4 members. The plywood 
gussets are then laid in place and 
nailed. The sole purpose of the 
nails is to hold the gussets and 
2x4’s together until the glue cures. 
Nails used are 4d, They are 
spaced four inches apart and 
driven in two rows through the 
plywood gussets into the 2x4 mem 
bers. The rows are parallel to the 
2x4 edges and set in *4 of an inch 
from the edge. The same nailing 
pattern is used with the board 
splice plates but with 6d instead 

of 4d nails. 
If the nail spacing occasionally 
turns out to be 4'% or 5 inches, no 
(continued on page 114) 
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Buyers’ Preference for Appalachian Hardwoods 


is based on thelr excellent natural qualities—sott texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Aopalachian Hardwoods. Consult them on your next hardwood requirements. 


The M. B. Farrin lbr. Co....... Cincinnati, Ohio *Wood-Mosaic Co., Inc........... Louisville, Ky. 
Kile rgd « and Ay a Appeloctne Hardwoods "Parkay” Rosdy-Fiatshed .—-~ Flooring, Lumber, 
*McCracken & McCall, inc....... Lexington, Ky. 
Appalachian Hardwooa POPLAR BEVEL SIDING ' 
Band Saw = Planing Mill at Flat Lick, Ky. 


*Bemis Hardwood Lbr. Co... .Robbinsville, N. C 


Hemioek. Hardwoods Flooring. Dimenstos 


*Hamer Lumber Sales, Inc... ..Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 





*M. €. Crisp Ubr. Co............ Welch, W. Va 
West Virginia and Kentucky A lachian Hardwoods, =. 
ww a. SCS *Mowbray & Robinson Lbr. Co., Coir, Ohio é 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Roodioctine Hardwoods. "heute 
and Oak Flooring 


*The Mower Lbr. Co.. . Charleston, W. V 
*Cherry River Boom & Lbr. Co., Richwood. W. Va West Virginie Hardwoods, Pioering and Glued-u cs ta 
Appalachian Hardwoods, Flooring, Planing Mill Products Drv Kiln and Planing Mill taciitiee. Mills: #%. Natlen, Dailey. 
Glued Dimension Durbin. Coleord and Pettus. 


Always Specify 
Appalachian Hardwoods 


® Member Appalachian Hardwood Manufacturers, inc. 
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You may have sport enough te pay [or 
Go?) Do Walt machine... bt 


DO YOU OWN ONE? 


Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WALT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De Wa rt features and operating ad- 
vantages: 


° 






e One low-cost machine that does ALL the work of 
a swing, saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


e Savings of up to 60°% or more in capital equipment 
investment alone. AMF De Watt does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 


e 75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall —instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De WaALt’s many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-I 10” Saw with FULL 12 H.P. Motor ... complete for only $395 DELIVERED 
(custom-built 1/2 H.P. motor, 10” sow blade, 4 detachable steel legs included) 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 


* Top-side Cutting for Safest Cutting 

¢ 90% Savings in Layout and Marking Time 

* Reduces Waste —Salvages More Lumber 

* One-minute Change-over, No Shut-down Worries 
* Reduced Fatigue, Greatest Operating Ease and Safety POWER TO o Ls 
* Years-ahead Design— Does Not Outmode Itself 
* Modern Straight-line Materials Handling 

* Unusual and Special Jobs Handled Easily 
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AMF DE WALT, pepr. At-55-4, LANCASTER, PA. 


SEND FOR FREE NEW IDEA BOOK ON 
INDUSTRY! 16 pages packed with 
illustrations. Shows you dozens of ways 


Please send me your new idea book for industry. | 








NAME 
to cut costs on cutting jobs, 
time-motion study. ADDRESS 
city. 
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Completed TREND Homes in Strauss Bros. Eastridge Project, Lincoln, Nebraska 


‘ 


Project builder praises 
selling featur 


VARIETY IN APPEARANCE OF HOUSES is strong point for FLEXIVENT EASE OF ASSEMBLY also wins praise from Strauss 
Flexivents stressed by Strauss Bros. This view of homes being Bros. Here workman builds up Flexivent group in shop right 
built shows how Flexivents lend themselves to post-and-beam at building site. This single workman handles all assembly for 
construction through effective use in ribbons, stacks, groups project of 650 homes. From here windows are moved to 
and as a low-cost casement. houses for quick installation in rough opening. 

















. 





“In Strauss TREND Homes we find our 
customers are as enthusiastic about 
Flexivents as we are,” says John D. 
Strauss of Strauss Bros., leading Lin- 
coln, Nebraska contractors. 
“As builders, we like Flexivent’s ease of 
installation, as well as the economy of 
: having to handle only two sizes of win- 
John D. Strauss dows,” says Mr. Strauss. “And our 
customers are pleased with the variety of appearance the many 
Flexivent combinations give to our houses, The women are 
especially enthusiastic about the ease with which Flexivents can 
be cleaned.” 

Look over the Strauss Bros. operation on this page showing 
their Eastridge project in Lincoln. Look into the many advantages 
of Flexivent Windows for the next project you build! 

Across the country, Andersen Flexivent Window Units con- 
tinue to grow in popularity with contractors building homes for 
sale. And Flexivents are earning this reputation for 3 big reasons. 


THEY’RE LOW IN COST. Simplicity in design plus Flexivent’s 
famed ease of assembly and installation keeps cost down. 
THEY'RE HIGHLY VERSATILE. Wide choice of sizes, sash 


operations and window combinations make Flexivent the 
most useful window you ever saw. 


THEY’RE HIGH IN QUALITY. Precision manufacture in An- 
dersen’s modern plant by skilled window craftsmen assures 
trouble-free operation, extreme weathertightness. 


HEAVEN as wig 


For more information see your WINDOWALLS distributor or write 
to Andersen Corporation. WINDOWALLS are now available from 
distributors throughout the country including the Pacific Coast. 


Andersen 
Windowalls: 


OMPLETE WOOD WINDOW UNITS 


*TRADEMARK OF ANDERSEN CORPORATION 


‘ ° 
Andersen Corporation * BAYPORT + MINNESOTA 


FLEXIBLE IS THE 
WORD FOR 


er 










HOPPER STYLE FLEXIVENT provides plenty 
of ventilation in combination with new 
Flexiview Picture Window Unit, Sash 
opens inward, Extremely easy to clean. 


m | 


AWNING STYLE FLEXIVENT. Sash opens 
outward. Brings light and fresh air into the 
home. Can be left open during rain with no 
worries about water damage, 
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CASEMENT STYLE FLEXIVENT. Sash open 
outward, Installed in this position Flexivent 
offers the ideal way to achieve a low-cost 
casement window. 








When you want maximum efficiency 
and economy in home cooling — 


bet the INSIDE STORY 





HORIZONTAL MOUNTED CEILING FAN 


Here's the one attic fan 
you install — and forget! 
It's designed and built to 
operate efficiently — cool 
on entire house easily and 
quickly — with an absolute 
minimum of attention. Avail- 
able in 5 sizes from 24” to 
42” delivering 5500 CFM 
to 12,800 CFM. The ideal 
way to low cost “air con- 
ditioning” for one house 
or one thousand! 












Horizontal Mounted 
Ceiling Fan LOUVERS 


Rectangularly shaped Louvers 
permit the fon to be installed 
through the louver opening 
Completely finished with 
chrome plated screws, no addi- 
tional trim necessary. In air or 
electric motor operated models 
with handsome Ivory finish. 
Louvers also ovailable for 
Vertically Mounted Attic Fans 
In air and electric motor oper 


ated models. 





1. Motor is Thermogverd pro- 
tected, Resilient Mounted 
with Sealed Lubrication Ball 
Bearings. It won't short or 


burn out... absorbs vibra- 
tion ... requires no atten- 
tion . . . insures smoother 
operation. 


— 


Shaft. Mounted on Seoled- 
for-Life Ball Bearings set in 
solid rubber. Never requires 
lubrication, eliminates noise 
and vibration. 

Handy box on motor for 
avuick wiring — just bring BX 
or wire to box and hook. 
No need to remove motor 
_Instolls right in its own 
“Built-In” Frame. Saves time 
and materials. 

Heavy Go Steel Construc- 
tion Throughout. 

Individually Weighed and 
Balanced Blades. Reduces 
motor strain and insures 
vibration-free operation. 

7. Requires Minimum of Roof 
Cleerance. 


bad 
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Vertically Mounted 
Attic Fans 


Ruagedly constructed with fan 
bracket of heavy gouge bar 
stock, Heavy duty motor and 
provision for manual adjust- 
ment of belt tension. A truly 
low cost method for cooling an 
entire house. In sizes ranging 
from 24” to 48” delivering 
5,500 CFM to 18,000 CFM. 


Send Today for complete Berns Air King Attic Fan Catalog 


BERNS MANUFACTURING CORP. 
Dept. AM, 3050 No. Rockwell St., Chicago 18, lil. 
| RAMEE SEE NL 
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PLYWOOD WALL PANELS in scale model home are 
pointed out by wholesaler Robert D. Wilson at recent Nor- 
folk Do-It-Yourself Show. 


Distributor 
Helps Dealers 


By gearing its local plywood promotion to national 
manufacturers’ advertising, furnishing sales aids and 
literature and actively participating in home shows, 
a Norfolk, Va., wholesale distributor is helping his 
retail outlets generate sales leads in Virginia’s Tide- 
water area. 

Using a well-rounded promotion campaign for prod- 
ucts distributed by his firm—plywood, hardboards 
and laminated block flooring—president Robert D. 
Wilson of Norfolk’s Tidewater Plywood Corp. is help- 
ing retail dealers educate homeowners in the many 
uses of these versatile products. 

“Nearly every magazine and newspaper has discov- 
ered the reader interest of do-it-yourself projects,” 
Wilson says. “Most of these projects use plywood or 
hardboard in one way or another, so with a little pro- 
motion, the dealer can capitalize on this ready-made 
market. Through a cooperative promotion effort, both 
the wholesaler and retailer can mutually benefit from 
the do-it-yourself trend.” 


Distributor’s Responsibility 


“Besides assisting the retail dealer in promoting 
these products,” Wilson adds, “the distributor can 
serve a definite function without upsetting the nor- 
mal channels of distribution. 

“There are so many types and varieties of plywood 
and hardboard that it’s impossible for the average 
dealer to stock them. Most dealers don’t have the 
space, equipment or desire to maintain an inventory 
covering a wide range of these products. And it’s 
impossible for the dealer to anticipate what the drop- 
in trade will want.” 

“Here’s where the distributor with a fairly com- 
plete inventory can help the dealer serve his custom- 
ers with a wide variety of materials. By furnishing 
retail building materials dealers with adequate sup- 
plies of samples and making him aware of the avail- 
ability of these materials,” Wilson says, “he can save 
them time and possible loss of sales. The distributor, 
by offering a fast delivery service can be of invalu- 
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TIDEWATER’S OFFICES double as a showroom for ply- 
wood panels and flooring. Literature cabinet is equipped 
with sliding glass doors to keep pamphlets clean and neat. 


How a Virginia wholesaler helps 
dealers with an aggressive promotional 
program, which reaches the dealer, 
homeowner and architect. 


Boost Plywood Sales 


able assistance to the dealers in his area. 

“Organizations such as Tidewater handle a large 
stock of boat panels, sheathing grades and interior 
grade plywoods, besides other items, the average 
dealer seldom gets calls for.” 


Distributor’s Dual Function 


“The distributor’s job,” Wilson says, “is to hit 
both the dealer and the consumer with promotional 
material. He must keep both informed of new prod- 
ucts, techniques or new uses of the old products. 

“On the whole, the average dealer is busy handling 
his ordinary business and hasn’t time for full-time 
promotion. Our job is to help the retail] dealer sell 
the product we both handle and not prey on his time 
during normal business hours with promotional ideas. 

“Periodically, we arrange meetings with individual 
dealers and their sales organizations,” Wilson adds. 
“After dinner, we discuss the various uses and types 
of plywood. From these discussions, we, too, learn 
something about how to promote plywood.” 

Last fall, 78 dealers and their key sales personnel 

representing 85% of the dealers in the Norfolk 
area—attended a dinner sponsored by Tidewater. A 
field representative of the Douglas Fir Plywood Asso- 
ciation described how plywood is becoming a staple 
item for the building materials dealer’s inventory and 
outlined how large the dealer’s stocks should be. 

Wilson has invited retail dealers to an evening 
meeting late this month to hear Ramon Harrell, re- 
search director, Lumber Dealers Research Council, 
give them a down-to-earth talk about the possibilities 
of Lu-Re-Co panel construction and how it can be 
used in Norfolk’s rapidly growing suburbs. 


Ample Literature Supplies 
Tidewater maintains adequate stocks of literature 
from manufacturers and the Douglas Fir Plywood 
Association. This material is offered free to dealers. 
“Furnishing literature and envelope stuffers,” 
Wilson says, “should be considered a part of the dis- 


(continued on page 65) 
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ANY BERNS 





FAN IN JUST MINUTES 












AND EVERY ONE !IS 





GUARANTEED 











FOR 5 YEARS 






“CF” SERIES Shallow, 34" 
over-all depth, easy mounting in 
sidewall or ceiling. Aluminum, 
blower-type pressure blade. 
Available with 3 speed control and 
necessary installation fittings, 
Chrome or White Grill. In models 
delivering 400 and 525 CFM at end 
of duct. List prices from $25.60 




















Actual, on-the-job records prove it takes only minutes, once 
the opening is made, to install any Berns Air King 

Built-In enya Fan. Combine this man-hour savings with 
low initial cost and precision engineering that guarantees 
efficient, trouble-free * imaered ..» fOr a Savings 

that’s really worthwhile! 


Your choice of 21 models with all these features: 


p Center grill knob for easy grill removal 

» Motor and blade mounted on | bracket removable by 
loosening wing nuts 

p Extra length “Break Off” Bolts to accommodate any wall or 
ceiling depth 

p Exclusive packaging that does not require disassembly of 
inside or outside housing for installation. 

p UL. and C.S.A. Approval. 


“TC” SERIES Low cost pius economi- 
cal installation for “4 ~ story homes. In- 
stalls through ceiling. Pressure type blade. 
525 CFM or 750 CFM at. fan discharge. 
Chrome or White Grill. Available with 3 
Speed Control. List as low as $20.50 





“WF’’ SERIES Outside hood incorpor- 
ates shutter. Pressure-type blade. Wall 
switch controlled operation at a practical 
price. Available with 3 speed control. 
Chrome or White Grill. 475 CFM or 600 
CFM at Fan Discharge. List price from 
$25.90 





Write for Free Literature To 


BERNS MANUFACTURING CORP. 
3050 North Rockwell Street, Chicago 18, IIlinois 
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This door-to-door 
salesman is about to K@avere << AY:V/evere® 


that’s why alert retail 
lumber dealers are boosting it! 


Woop Is YOUR EXCLUSIVE. Wood is yours 
alone. It is sold only by the retail lumber 
dealer. Anything which jeopardizes the 
use of wood as a building material, 
jeopardizes you. 

Just as you depend upon wood for 
your primary products, so do forest prod- 
uct manufacturers depend upon you for 
their marketing. This teamwork, over the 
years, has enabled the construction indus- 
try to thrive and expand. It has enabled 
manufacturers to develop research and 
conservation facilities, and to deliver 
through dealers—natural forest products 
in ever-widening variety, ever-increasing 
quality. 

The most meaning 
ful benefits of all have 
gone to the American 
homeowner in the form 
of superior forest prod- 
ucts backed by local, 
established business 
firms. 

Genuine CERTIGRADE red cedar 
shingles—for roofs and walls, for new con- 
struction and modernization— are playing 
an important part in the continuing 
growth of the building materials industry. 
“See your retail lumber dealer’’ has been 
the familiar keynote of Red Cedar Shingle 
Bureau advertising and promotion for 
many years. It’s good business to stock, 
display and merchandise products of such 
unquestioned reliability. 


RED CEDAR SHINGLE BUREAU 


5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 
550 BURRARD STREET, VANCOUVER 1, 8.C 
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DISTRIBUTORS 


TIDEWATER P 


WHOLESALE 








RELIEF-GRAIN PLYWOOD was introduced and featured 
by Tidewater Plywood Corp. in simulated den at last year’s 
Norfolk Home Show 





DISTRIBUTOR HELPS DEALER 


(begins on page 62) 





tributor’s function. In many cases, the dealer isn’t 
aware of the availability of this material or he may 
have neglected to order it.” 

Wilson also mails catalogs, specifications and other 
materials pertaining to plywood periodically to con- 
tractors in the area. This material is imprinted: 
“Tidewater Plywood Corp.—Serving you through 
your retail building material dealer.” 

One of Tidewater’s two full-time salesmen advises 
architects about new developments in plywoods and 
hardboards. He is readily available for consultation 
about plywood specifications, grades and other details 
architects may want to know about. 

Tidewater has available liberal supplies of scratch 
pads, “doodle pads,” plywood calculators and other 
materials to make it easier for the dealer to sell ply- 
wood and hardboards. 


Cooperates with Dealers 


Dealers are invited to bring potential customers to 
Tidewater’s attractive offices and inspect a wide 
variety of plywood finishes and hardboard products. 

“We encourage dealers to bring their customers 
here,” Wilson explains, “because they have an oppor- 
tunity to see the materials installed and finished. 

“If the dealer wants it, we’ll make what we call 
a ‘missionary call’ with him and discuss plywood in 
the customer’s home. This makes it easier for the 
dealer in some cases because it doesn’t put him in 
the position of pushing a sale. The homeowner also 
appreciates this because it shows we are mutually 
interested in his problem.” 


Slides Sell Plywood 
Besides furnishing literature, do-it-yourself plans 
and other promotional materials, Tidewater makes 
3-D slides of plywood and hardboard panel jobs 
which a dealer has sold. These slides, a viewer and 
a display stand are furnished free to the dealer. This 
testimonial type of selling has led to other plywood 
sales as people see what can be done with these mate- 
rials. 
Shows Promote Plywood 
For the past two years, Tidewater Plywood has 
taken part in the annual Norfolk Home Show. Last 
year the firm constructed a simulated den for the 
show. The den’s walls were finished with relief-grain 
plywood and the floor was of laminated wood squares. 
Last month, Tidewater participated in Norfolk’s 
Do-It-Yourself Show. More than 10,000 people saw 


(continued on page 122) 
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VALE 
NIGHTLATCHES 








YALE HAS THE PRODUCTS AND 
THE POINT OF SALE DISPLAYS 
THAT SELL THEM FAST 


GM-2 Merchandiser 
with #36, 80, 042 
Nightlatches 


with #2, 112,197 
deadlocks 


Seis Counter 


ee 3 ye 
Nightlatches 


FREE! SEND NOW! 


Write for valuable booklet 

“The KEY To Selecting Auxiliary Locks” 
THE YALE & TOWNE MFG.CO., 
Lock & Hardware Div., Stamford, Conn 


Re our 


vale WEG UG PAT 


YALE & TOWNE 
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$pring & Summer $ales $pree 


EFFECTIVE SALES WINDOW, well-lighted to attract attention of passersby, shows off 
a well-rounded stock of garden merchandise at the Harmon Lumber Co., Wilkinsburg, 


Penna. 


How to Double Your 


Lawn and Garden Sales 


Here’s a complete, five-step program that will help you 
sell more lawn and garden supplies to two big markets: 


1. Homeowners. 


2. Small commercial-institutional establishments. 


A concentrated, well-organized 
sales campaign that is designed 
to appeal to both the homeowner 
and the small commercial-institu- 
tional markets can increase your 
lawn and garden sales by 50%. 
Here is a step-by-step program 
which will help you double last 
year’s sales. 


I—Set Your Sales Goals 

There is a big sales potential in 
both the homeowner trade and 
the small commercial-institutional 
market. Good, virtually untapped 
markets for lawn and garden sup- 
plies include smal! motels, hotels, 
drive-in theatres, factories with 
landscaped grounds, hospitals, re- 
sorts and amusement parks. A sin- 
gle sale to one of these establish- 
ments can often equal five or ten 
sales made to individual home- 
owners. 

Your first step is to analyze what 
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and how much merchandise you 
sold last year. You can’t sell from 
an empty wagon—so order supplies 
in accordance with your sales 
goals. Consult the pages of the 
regular American Lumberman is- 
sues and the new Dealer Products 
File issue, April 4, 1955, as your 
purchasing guide. 


Il—Organize Your Campaign 

You know from last year’s ex- 
perience just about what and how 
many items will sell to the home- 
owner trade. Pick out your best- 
sellers—then upgrade your quotas 
on these items. Of course, do not 
overlook new or improved products 
which can change last year’s pic- 
ture. ’ 
Have an inspirational, kick-off 
sales meeting to explain your pro- 
gram to all employes. Set up a 
bulletin board showing quotas and 
allowing space to record each 
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man’s sales. This friendly compe- 
tition can be stimulated by offer- 
ing prizes to men who make or 
exceed their quotas. 

Sales of lawn and garden equip- 
ment to commercial and institu- 
tional establishments offers a good 
opportunity to tie-in sales of build- 
ing materials for remodeling and 
expansion. 

If you have no regular outside 
salesmen, three approaches are pos- 
sible: 


1. You might set up a program 
of at least one visit per day on 
the motels, outdoor theatres and 
resorts throughout the season un- 
til all have been covered. 


2. Indoor salesmen can make 
three calls per week on such estab- 
lishments on their way to or from 
work. 


3. Commercial and institutional 
places can be covered by telephone 
and direct mail. 


While it is true, of course, that 
the larger hotels, city governments 
and other commercial-institutional 
establishments may buy direct, 
many of the smaller places have no 
regular supply source and will wel- 
come the service and advice offered 
by your garden supply expert. 


I1I—Departmentalize for Sales 


During the spring and summer 
season, your lawn and garden de- 
partment should occupy an impor- 
tant place in your showroom. At 
least one of your display windows 
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FENCED AREA inside the Larson Lumber Co., Salina, Kan., 
makes an unusually good display for a hand mower and 


garden tools. 


should carry the seasonal theme. 
The Steel City Lumber & Supply 
Co. (Bader Corp.), Gary, Ind., puts 
imitation grass on the floor of their 
display window and builds up a 
lawn theme. The window shows a 
mannikin (borrowed from a local 
clothing store) raking a lawn and 
surrounded by various garden 
tools. Each item is price-marked. 
The lawn and garden department 
within the store should be section- 
alized for best results. One section 
can display power and hand mow- 
ers, garden hose and sprinklers, 
seed and fertilizer. Another group- 
ing can show off large and small 
garden tools. An island display 
can be used for a wide variety 
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of accessory items — insecticides, 
work gloves, seeds, flower pots and 
special plant foods. Some dealers 
will group flowering plants, shrubs 
and seeds together. 

A garden, flower and vegetable 
seed rack is a good investment for 
building traffic and encouraging 
larger sales. 

“We sell about $5 worth of gar 
den seeds (at 5¢ per pack) per 
week,” says Peter L. Prescott, man- 
ager, Foothill Lumber & Hardware 
Co., La Crescenta, Calif., “but it is 
our best traffic builder for our de 
partment.” 

Prominent signs are a must for a 
good lawn and garden department. 
Within the store, at least one large 






SIDEWALK SHOWCASE is a 
good place to sell garden 
tools, wheel goods and sprink- 
ling equipment at Stewart's 
Building Mart, Minneapolis. 


- 
“—<- = 
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KILL’EM-YOURSELF insecticides are good sellers at 


Neimnam-Reed Co., Van Nuys, Calif. 


sign should identify the overall 
department. 

Here are some good phrases: 
“Your Lawn and Garden Head- 
quarters”; “Green Thumb Depart- 
ment”; “Everything for Your 
Garden”; “Roots and Shoots Head- 
quarters.” Smaller signs can be 
used to label individual sections. 

If possible, set up an outdoor 
display of lawn and garden sup- 
plies. The sidewalk in front of 
your store is a good place for 
showing off power mowers, pick-up 
carts, rakes, hose, garden stakes, 
trellises, tool bins and tool houses. 
These should be clearly price 
tagged. 

“Being a store for do-it-your- 
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GARDEN TRACTORS, such as these at Hech- 
inger’s, Washington, D. C., mean big-ticket sales 
for dealers, less work for homeowners. 


POWER MOWER features are pointed out by a saleswoman at 


the Savage Supply Co., Minneapolis. 


GARDEN SEEDS, work gloves and other accessories are excellent 


traffie builders. 


COVER: Housewife gets power lawn 
mower demonstration outside Hy- 
annis, Mass. store. Garden tools at- 
tract feminine eye in California 
dealers’ display room. 


$pring & Summer 


selfers,” says Jerry Mortensen, 
G. M. Stewart Lumber Co., Minne- 
apolis, Minn., “we included the 
garden and yard line especially for 
the impulse buyer. Say the cus- 
tomer has just bought a house or 
is fixing up an old one. He comes 
in to buy a fence. He also needs 
hose, reel, rake, shovel and items 
for that flower garden his wife in- 
sists on. So he looks around while 
he’s ordering his fence. We have 
the merchandise, so he buys.” 


I1V—How to Advertise 
For excellent illustrations and 
suggested layouts for your news- 
paper and direct mail advertising, 
consult the American Lumber- 
man’s ADservice catalog. You can 
receive a copy of this free catalog 
by writing American Lumberman, 
139 N. Clark St., Chicago 2, Ill. 

(See page 78 of this issue.) 
Advertise your lawn and garden 
supplies regularly throughout the 
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season. Feature at least one bar- 
gain item each time. Make sure 
that each of your salesmen gets 
an advance proof of each of your 
advertisements. Post the ads in 
prominent places near your garden 
department. 

Run off extra copies of your 
newspaper ads and use these as 
handbills and direct mail enclos- 
ures. 

Feature bargain items in your 
lawn and garden department on 
radio and TV spots. Prices should 
be mentioned as this field is very 
competitive. 

One of your best targets for 
direct mail advertising of lawn and 
garden supplies are local garden 
clubs and women’s groups gen- 
erally. Watch the society and 
women’s pages of your local paper 
for names of officers of these clubs. 
It would be a good idea to enclose 
a small, gift package of seeds in 
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your mailings to garden club mem- 
bers. 
V—Special Promotions 

Several dealers find that spon- 
soring garden shows, barbecues, 
how-to-do-it sessions and garden 
tool demonstrations is an excellent 
way to attract new customers to 
buy seasonal merchandise. 

Saturday morning is a good time 
to stage a do-it-yourself lawn and 
garden show. Perhaps you could 
have a high school botany teacher, 
a college horticultural professor or 
a county agent give a brief talk. 

The G. M. Stewart Lumber Co., 
at its Drive-In Building Mart in 
North Minneapolis, caters pri- 
marily to the do-it-yourself and 
small contractor trade on a one- 
stop service basis. The firm rents 
such items as seed and fertilizer 
spreaders, post hole diggers and 
lawn mowers. Each rental tool is 
for sale, of course, either new or 
used. 
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Displays 
That Say 


“Stop & Buy” 


By exposing building material 
customers to outdoor living sup- 
plies, the Nieman-Reed Lumber 
and Supply Co., Van Nuys, Calif, 
has rung up extra sales. 

Both indoors and outdoors, the 
customer is exposed to displays of 
garden supplies. Indoors, garden 
supplies are displayed super-mar- 
ket style on special counters and 





racks. Few can resist the impulse 
to stop and look and customers 
who enter the store to buy paint, 
lumber or other material usually 
take home some garden supplies. 
To attract customers who ordinar- 
ily don’t enter the store there is a 
special outdoor display of flag 
stone, clothes poles, redwood 
stakes, lawn mowers and garden 
carts. 






























THIS SIGN HELPED SELL 2,000 feet of redwood curbing in a few 
days. To meet the demand 5,000 more feet had to be ordered. 
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SALESMAN DEMONSTRATES a bar- 
becue brazier to a customer who came 
to buy some redwood lumber. The out 
door display sold outdoor living sup- 
plies to many customers who came for 
building supplies 





“HOW DOES YOUR GARDEN GROW” 
sign invites the customer to inspect the 
garden display just inside the store 
Below this sign, garden supplies are 
displayed on three counters, specially 
priced tools capture the buyer’s inter- 
est. The regular stock of gardening 
tools is on racks in the background. 
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GOES TO WORK FOR YOU 
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EXTRUDED ALUMINUM ALUMINU 

TRIPLE -TRACK NATIO 
COMBINATION 
WINDOW 


$29.95 Value RETAILS FOR » / 3 


for sizes up to and in- 
cluding 29” x 55” 
double-hung windows. 
Other sizes slightly 
higher. 


SOLD EXCLUSIVELY THROUGH L' 








F OUR 7 CONVENIENTLY LOCATED WAREHOUSES! 












KANGAROO 


BRAND-NEW ALUMINUM 
COMBINATION DOOR 
WITH ITS OWN 
EXCLUSIVE 
SELF-STORAGE 
COMPARTMENT 


0-Dor 


YUM COMBI- 
ek, Bu ekekeod | 
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Only door of its kind! When 
notin use, storm or 
screen panels are 
stored inside kick- 
plate... ready 
for instant 
change! 
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FHA Regulations Increasing 





Sales of Wrought Iron Railings 


A sometimes overlooked section 
of FHA regulations regarding rail- 
ings for porches and exterior stairs 
can lead to more profit for dealers 
in selling wrought iron railings. 

According to FHA Minimum 
Property Requirements, here’s 
where railings are required by law 
on house exteriors: 


1. Handrails are required if 
there is moré than a 30-inch rise 


in a single flight of stairs leading 
to porches or as part of walks. 


2. Continuous handrails are re- 
quired on all open sides of all runs 
of exterior steps leading to plat- 
forms, landings or porches more 
than 24 inches above finish grade. 


3. When the floor of the porch 
or terrace is 24 inches or more 
above finish grade, railings are re- 








THREE GOOD REASONS dealers can 
stress in selling wrought iron railings 
for exterior steps and porches are 
safety, beauty and compliance with 
law. Legally proper wrought iron rail- 
ings on the porch (left) add greatly 
to the appearance of the entrance. 


Courtesy Logan Co. 


STAIR RAILINGS are required by 
FHA on all flights of exterior steps 
with more than a 30-inch rise in a 
single flight. Wrought iron railings in 
the photo (left) helped protect the 
homeowner and added to dealer profits. 


—Courtesy Logan Co. 


quired at all edges excepting, of 
course, the entry opening. 

In selling new homes, many 
dealers are including in the spe- 
cifications recommendations for 
wrought iron railings to comply 
with government rules and to add 
profits to their overall house sale. 


Other dealers see an opportunity 
in the law to capitalize in their 
“fix-it” services by suggesting re- 
quired railings for existing homes. 

Wrought iron railings not only 
add to the beauty of homes, but 
they contribute to safety and help 
avoid lawsuits resulting from in- 
juries. 

Safety, beauty and compliance 
with the law are three excellent 
reasons for wrought iron railings 
that can be mentioned in adver- 
tising and salestalks. 











The BIG Selling Edge... 


ALL-YEAR, EVERY YEAR 





’round. Here’s all you need to do: 


@ Display Delta Homecraft Power Tools, using 
the floor plan that fits your business best. 
Keep Delta power tools on display: for the big 
winter hobby business . . . for the spring home 
repair season .. . for Father’s Day gift buying 
. . . for summer remodeling needs . . . for the 

, big fall and Christmas buying peak. Keep Delta 

Tools on display all year and you'll make big 


Delta profits all year! 


rR Oo Eit 


DELTA QUALITY 


COSTS NO MORE 


Buritpinc Propucts MERCHANDISER 





for the biggest power tool year in history! 


Everywhere you turn you see mounting evidence that 
the booming ‘‘do-it-yourself’”’ market is growing even 
bigger — 1955 is the biggest power tool selling opportunity 
you've ever had! And only the Rockwell-built DELTA 
Homecraft line gives you all these exclusive selling ad- 
vantages to turn that opportunity into good hard cash: 


Exclusive... 


Only DELTA gives you the double-barreled sell- 
ing power of both combination and individual 
tools! You have the right tool to fit the needs and 
pocketbook of EVERY customer. 


Exclusive... 


Only DELTA gives you the plus selling power of 
the DELTASHOP “Tool-At-A-Time” plan! You 
don’t lose sales to the buyer who doesn’t have 
the price of a complete combination tool. 


Exclusive... 


Only DELTA gives you the unmatched selling power 
of the oldest and finest name in power tools. It’s 
easier to sell the most wanted power tools and 
accessories in America! 


Exclusive... 


Only DELTA gives you 3 easy ways to get into 
the power tool business profitably—and at mini- 
mum cost... 





ENJOY BIG-TICKET DELTA PROFITS 


The Homecraft line— backed by Delta’s unequalled 
power tool experience—gives you everything you 
need to make power tools one of the most impor- 
tant and profitable parts of your business all year 








DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 


(For more data on advertised products fill in coupon on page 120) 








THERE IS A BASIC DELTA DISPLAY 
FOR YOUR BUSINESS! 


PLAN A: Delta 8” Homecraft Tilting Arbor Saw and motor (pack- 
oge #1 of DELTASHOP), plus Sober Sow and special insert, plus 
Delta Accessory Selling Display. 

Your investment... $320.57° Your profit. . . $109.38 
PLAN 8B: Complete DeltaShop (saw, jointer, drill press, sander, and 
motor) plus Sober Sow and specicl insert, plus Delta Accessory 
Selling Display (as shown in photo above.) 

Your investment . . . $407.50° Your profit. . . $146.65 
PLAN C: Complete DeltaShop, plus Sober Saw and special insert, 
Band Saw, Scroll Saw, and Delta Accessory Selling Disploy. 

Your investment . . . $533.78" Your proft . . . $196.17 
*Prices slightly higher in Western Region 


Your Jobber salesman can help you pick the plon that fits your store 
ond your business best... Talk to him now... Write today for the 
nome of your neorest Delta Jobber: Delta Power Tool Division, 
Rockwell Manufacturing Co., 678C N.Lexington Ave., Pittsburgh 8, Pa, 














DEALER POINTERS 


Three Dimensional Furniture Promotion 


Mohawk Lumber Co., Detroit, focuses attention on 
its unfinished furniture department with a projected 
display made up of a segment of an unfinished chest 
of drawers. 


Corrugated Plastic Sheets 
Cut Do-it-Yourself Costs 


Colorful, corrugated plastic sheets are a hit with 
the do-it-yourself crowd at the H. C. Boyd Lumber 
Co., Coraopolis, Penna, 

“One homeowner used the sheets to make his own 
window awnings and saved 50%,” says Charles Boyd, 
vice-president. “Another homeowner reported a sim- 
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ilar saving in making his own patio canopy. 
“Most homeowners use the 4’x8’ sheets for shower 
—_ partitions, room dividers and carports,” says 
oyd. : 
Attractive display of plastic sheets and explana- 
tory literature is found in the Boyd showroom. 


REDWOOD 
Sugor Pine Pattern Lumber, 
ies @ Douglas Fir Stug 


Yard Lumber 


JUPERIUR LUMBER 
SHLES COMPANY 


j / , 
C*yfy RYZ7 TAMIL 
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The name on the door means a lot 


A door tells a lot about its owner's 
taste and judgment. It also tells about 
the man who sells it 


If it’s an Atlas Plywood birch door you 
know it won't come back that ic will 
give years of satisfaction in good looks 
and service — and that it helps build your 
reputation for quality and your sales 
volume 


Atlas Plywood doors are easy to finish, 
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easy to hang. They're trued, trimmed and 
glued right quality-controlled every 
step of the way, from American forest to 
finished product. They are available with 
solid or hollow cores in all popular woods 


and in grades that meet every require- 
ment. If you're handling them now you 
know you've got a good thing. If you're 
not, better find out. Write Dept. AML-3, 
1432 Statler Bldg., Boston 16, Mass. 


Atlas Plywood 


CORPORATION 
FROM AMERICAN FOREST TO FINISHED PRODUCT 


Boston 16, Mass. Distributors in all principal cities 


(For more data on advertised products {ill in coupon om page 126) 





emcee YOUR AD OF THE WEEK 





ADservice 


It’s easy to make up this 2-col. ad, as well as hundreds 
of others, large or small, with ADservice mats. 





No. 31 of a Series 


IN STEP WITH CURRENT TRENDS? YOUR SIGNATURE CUT 


These are times when every building materials 
retailer should frequently reappraise and modernize 
his merchandising and advertising program in order 
to keep pace with changing trends and conditions. 


Swiftly moving social and economic developments 
re-shape our markets, open up new opportunities, 
render obsolete yesterday’s plan of operation. 


For example, a quick look at market facts shows 
why progressive dealers have greatly increased their 
promotional activities aimed at attracting “con- 
sumer” business: 


Do-it-yourself: Scarcely heard of a decade ago, 
today a giant market. Natural source for most mate- 
rials and tools is the lumber yard—but this advan- 
tage may be lost unless the dealer adopts an aggres- 
sive program designed to build store traffic. 


Modernization: Amazing growth stimulated by 
larger families’ need for more room, long period of 
minimum house building, easy credit plans, powerful 
magazine publicity and manufacturers’ advertising. 
Proved way to attract prospects and create sales is 
with “package” merchandising and advertising. 


New Construction: Many dealers are using this 
successful formula for getting extra new home sales 
-~a home planning center or department, expert as- 
sistance on matters of financing, estimating, con- 
tracting ... plus a sound newspaper advertising 
program that tells people about your services and 
sells your yard as “first stop” for new home prospects. 















































This Free Book 
Gives You Ideas for 
Year ‘Round Ad Campaign 


A complete, ready-to-use adver- 
tising service — layouts, head- 
lines, copy suggestions, valuable 
ideas — plus a selection of 254 
heading and production illustra- 
tions. 


Rannnnnsennnennnesenennnnnnnnnsnnnenennnennnn GARDEN 


(please print or type) TOOLS 
AMERICAN LUMBERMAN 

139 No. Clark St., 

Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 
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MORE 
is-sold in hardware pee | 


I i 1 / 
Fa and paint stores 





i : Bronze Paint Corporation 
Shefttield 


Cleveland 19. Ohio 
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PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
todo Mat High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


























__EXcHANce SAWMILLS SaLes Co._ 


Since 1879 
1400 R. A. LONG BUILDING KANSAS CITY, MISSOURI 

















PHONE: VICTOR 6660 WManupacturers and Distributors 
oueen SOUTHERN AND WESTERN WOODS 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension * Boards * Cutting 






















to get give-away 
material for your 
do-it-yourself 






show 


Your most convenient source of attractive and resultful 
give-away material . . . for affairs such as a do-it-yourself 
show .. . are the various manufacturers of building materials. 


To learn what manufacturers’ literature is available for your 
use, and where to get it, consult the: 
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DEALER PRODUCTS FILE 


Issue of 


AMERICAN LUMBERMAN 
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LUDMAN PRODUCTS ARE YOUR KEY TO MORE SALES! 
Famous LUDMAN Products are your best assurance of 
big volume. For LUDMAN creates the market for you .... 

* 
| LUDMAN | 

~ uto- if) Products. The famous AUTO-LOK Wood Window ... 

and every LUDMAN Product... . has a big success story. 


promotes heavily . . . . directs its efforts towards your 
customers . . . . and creates a demand for LUDMAN 
=__) There is no better line .. . .no line so valuable to a dealer. 
WOOD WINDOWS 





Seals tighter than |- 


a refrigerator 







- —_— ey 
THE LUDMAN AUTO-LOK WOOD WINDOW pias oA 
UNLOCKS THE VOLUME BUSINESS WAITING attention-getting 
FOR YOU IN LUDMAN’S BIG COMBEAUTIL Display Stand | 


HOME OF THE MONTH PROGRAM! LUDMAN 
steps ‘way out front in sales promotion with this 
Combeavtil program that brings you FREE an ex- 
pensive, effective Display Stand that makes traffic 
—month after month! You get every selling aid 
needed to step up sales of all your building ma- 
terials ....to perform a real service to prospective 
home-owners and your local builders. 


Announcing the LUDCO W/N-LOK 


The Ludco WIN-LOK is the only Aluminum window market. Remember — the man 
Awning Window manufactured exclusively whose office is in his hat cannot sell this 
for the wood trade. The Ludco WIN-LOK window! The Ludco WIN-LOK will let you 
is the finest awning window you can sell get your share of a big market. Let 
.... it removes you from the most devas- LUDMAN’S reputation and LUDMAN’S 
tating type of competition and assures you quality construction put you ‘way ahead 
of a fair mark-up in the big-volume metal __ in volume! 


Send coupon now for details. 


See ee ae eee eee ee ee ee 


LUDMAN CORPORATION « North Miami, Florida « Dept. AL-3 
Please send full details of Combeautil Home of the Month Program 


Auto-Lok Wood Window | Win-Lok Aluminum Awning Window 
DORINE ... cnccccvebtcceccecsy pilededccedacdes\CUEviL sstecsn tea 
TE a: tary ion b aikidons Gene oki aliens oa dike Dat eae imei mickitedin: xp endsiaea idea 
GE cetsecswnsvendrdbvabicdtgsceohnerinnada Zone......++: DU vecvectes 
ae er ee era ei e- NORTH MIAMI ¢@ FLORIDA 
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YOUR PROFIT-MAKING FORUM 


Boom-Time Sales 


All over the country, incomes are at an all-time high, 
family savings accounts are loaded and all financial 
signs point to boom-time spending. The money’s there, 
the opportunities are there, but make no mistake about 
it! How much you profit this spring depends most of 
all on how much you do to make your yard stand out 
from competitors’. So let’s consider some top-notch pro- 
motional ideas and new sources of profits. 


Step on the Gas 


The closer it gets to Easter, the more time people 
spend out-of-doors, puttering around the garden, doing 
odd paint jobs, and mowing the lawn. If you don’t al- 
ready have a mobile demonstration unit, now’s the time 
to convert one of your trucks into a home plan-mobile 
and put your sales show on the road. 

Equip it with your most attractive miniature models, 
blow-ups of photographs showing homes before and 
after modernization, and big, easy-to-read posters list- 
ing the average monthly cost of all sorts of home im- 
provements, six or seven to each poster. 

In addition, equip your sales truck with a good 
portable demonstration unit for do-it-yourself shows, 
and plenty of home repair kits and home cleaning sup- 
plies from floor wax and porcelain whitener to wall and 
paint cleaners. This is a grand way to make a hit with 
the ladies and a smart way to win many more regular 
customers for your household supply department. 

Also pack your home plan-mobile with your newest 
samples of roofing, siding, wallboard, wallpaper, pine 
paneling and decorative hardware mounted on pastel 
display boards. You'll also want a generous supply of 
plan books. On the front cover of each one, where it 
will catch the eye repeatedly, staple a printed card list- 
ing a variety of major home improvements alpha- 
betically, and the average monthly cost of each job in 
heavy black display type. 


Go After These Profits 


Now is also the time to start planning your promo- 
tions to cash in on the big June bride market. Hun- 
dreds of families in your area are already setting dates 
for home weddings or home wedding receptions, your 
big opportunity to sell them on redecorating that liv- 
ing room! Or on fixing up the terrace and adding some 
attractive garden furniture and accessories to enhance 
festivities. 

But don’t delay! Now is the time to plan and start 
those jobs so work can be completed by the first of 
May to leave mother and daughter a full month free 
for dress fittings, engagement parties and unwrap- 
ping gifts. Remember, too, that now is the time to sell 
dad, before the full impact of the wedding hits him. 
And the size of the tab! 

Your best starting point is to check with your local 
society editors, jewelers, printers and caterers for the 
names of families sleaaine June weddings. In this 
way, you can get an excellent prospect list. 

Next, write a sales letter asking them if they are 
lanning to have a home wedding or a reception at 
ome. Then point out if they act now, they can redec- 

orate their living room for only $6 a month or what- 
ever the case may be, and can have the job completed 
before May Ist to leave mother and daughter free for 
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shopping, writing invitations and other details. 

In your letter, mention how little it costs per month 
to fix up the terrace and enhance the garden if they 
are planning outdoor festivities, and that you have 
some unusually lovely materials to provide a beauti- 
ful background for home weddings and receptions. 
Also point out that estimates are free and ask if you 
can make an appointment to discuss it and show 
samples. 

Important P. S. when you call on these prospects, 
if Dad is doubtful about taking on another expense, try 
to get him aside and point out tactfully that many of 
his regular expenses will cease as soon as his daughter 
is married. Will easily pay the small monthly cost of 
redecorating. 


Door-Opener to Profits 


Here’s another smart way to make your yard stand 
out. In the last five or six years, many nice residential 
areas have been cheapened and scarred by the appear- 
ance of new homes with ugly-looking, high foundation 
walls. 

Put on a civic campaign in your community to en- 
courage and teach people how to cover ugly foundation 
walls and enhance the beauty and value of their homes. 

For example, by painting such foundations in lovely 
soft pastel colors, by using all kinds of masonry sup- 
plies and low fencing to construct elevated garden ter- 
races running around the house, or pretty, old-fash- 
ioned door yards. Also suggest adding low trellises or 
latticework and planting the right kind of vines. 

Here’s another way you can multiply sales of this 
kind. In each block where there are many houses with 
unattractive foundation walls, sell one couple on mak- 
ing this type of improvement. Then point out that an 
easy way to increase the value of their home and prop- 
erty is to help persuade their neighbors to make similar 
improvements. 

Next, arrange with them to invite their neighbors 
over on a Saturday afternoon to inspect the job you’ve 
done for them, and to discuss similar improvements 
with one of your experts. At the same time, make it 
clear that you will offer individualized planning with 
distinctive variations in materials, design and color so 
that no two jobs will be identical. By stressing these 
points, you will find many enthusiastic customers will- 
ing to cooperate in lining up their neighbors. 


How to Increase Returns 


Your ad agency can help you with some excellent pro- 
motional ads based on these ideas. A civic campaign of 
this kind can also net you a lot of wonderful free news- 
paper publicity. So be sure to send your local editors 
some good stories, accompanied by sketches and photo- 
graphs showing unusual and attractive ways to cover 
unsightly foundation walls. 


Tremendously interesting window displays can also 
be built around enlarged photographs and sketches of 
the same kind. In all ads, publicity releases and window 
display posters, point out how amazingly little it costs 
to make such improvements. 

Another excellent plan is to get a good landscape 
gardener to cooperate with you and recommend the best 
kind of flowers, shrubs and vines for elevated garden 
terraces, trellises and latticework. 
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Dimension, boards and sheathing dried to mandatory 
moisture required for each grade (they're ew pres 
All stock double end-trimmed and paraffined (4-square 
ends, trade-marked). 

No time lost cutting out defects (there are none). 


Natural light weight enhanced by correct kiln drying (no 
Framing of case hardening). 


Clean, bright, straight soft-textured stock expedites as- 
A R K A N S$ AS $0 FT P | N E sembling and nailing (no splitting). 

No returns come back to cut into your mark-up (cus- 

tomer likes and keeps any surplus for his next job.) 
Cuts Costs , To cash in on these Fordyce bonus values, avoid the 

risks of lumber anonymous— 


Holds Customers... Buy Brands You Know 


e, 


4 
1 
$1889 


Luwdber 
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BARNACLES provide a graphic demonstration of the effectiveness of Woodlife 
wood preservative at the Norfolk Do-It-Yourself Show. Linwood R. Blassingham, 
right, of the Powell-McClelland Lumber Co., Norfolk, points out barnacle growth 
resulting from one year of immersion in salt water. Preservative-treated wood was 


unaffected by the immersion. 





Lumber Business Up 10%, 
Western Lumbermen Told 


“The lumber industry is general- 
ly running about 10 to 12% ahead 
of business last year,” Leo Bodine, 
executive vice-president of the Na- 
tional Lumber Manufacturers As- 
sociation, told the 24th annual 
meeting of the Western Pine Asso- 
ciation. 

At the meet- 
ing held in San 
Francisco, Mar. 
8-5, Bodine told 
some 350 lum- 
bermen from 12 
western states 
that the pace of 
construction is 
extremely high. 
He predicted the 
last half of this year may see some 
slight slackening in the demand 
for lumber. 

“But, 1955 as a whole,” Bodine 
said, “should be a better year than 
1954 for the lumber industry.” 

U. R. Armstrong, Winchester, 
Idaho, lumberman who is president 
of the association, told members 
that the tree farm movement is 
spreading. 

“California alone,” he said, “has 
more than 1,600,000 acres in tree 
farms and Oregon with 1% million 
acres is a close second.” All told, 
there are 658 tree farms covering 
nearly six million acres of western 
pine lands.” 

Mills in the 12 western states 
belonging to the association pro- 
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duced and shipped nearly 8 mil- 
lion board feet of lumber last year. 
This is 25% of the nation’s soft- 
wood production. 


Woodwork Manufacturers 
Elects New Officers 


At the 28th annual meeting of 
the National Woodwork Manufac- 
turers Association in Chicago last 
month four new directors were 
elected. 

They are: R. F. Kulner, The 
Menge! Co., Louisville; Coleman 
Dever, Wm. Cameron & Co., Waco, 
Texas; F. E. Bissell, Jr., Carr, 
Adams & Collier, Dubuque, Iowa; 


and George E. Swanson, Paine 
Lumber Co., Oshkosh, Wis. 

Other officers elected were: 
president, L. L. Gordon, Long-Bell 
Co., Kansas City, Mo.; vice presi- 
dent, J. G. Boden, Malta Mfg. Co., 
Malta, Ohio; treasurer, A. R. Tip- 
top, Roach & Musser Co., Musca- 
tine, Iowa, and secretary, O. C. 
Lance, National Woodwork Manu- 
facturers’ Association, Chicago. 


Huttig Plant to Shi 
Chips to Paper Mills 


A half cord of pulp chips for the 
paper industry will be the new 
product of every 1,000 feet of lum- 
ber produced by the modernized 
Huttig, Ark., sawmill of the Olin 
Mathieson Chemical Corp. 

The installation of new log han- 
dling, barking and chipping facil- 
ities will utilize waste sawmill 
slabs once used for fuel and will 
constitute another important step 
forward in the continuing con- 
servation program of the lumber 
industry. 

Slabs from the sides of the 
barked logs will be chipped into 
pulping size. After screening, the 
chips will be loaded into freight 
cars for delivery to pulp mills in 
the area. 

Installation of the new facilities 
will be completed in about six 
months. 


The Kochton Story 


A four-page, two-color descrip- 
tive brochure tells the story of the 
service and products handled by 
Kochton Plywood & Veneer Co., 
Inc., Chicago. It points out indi- 
vidually the direct and warehouse 
shipment services and shows pic- 
torially the location of all ware- 
houses. A copy of this brochure 
is available by writing on your 
company stationery to Kochton 
Plywood & Veneer Co., 509 W. 
Roosevelt Rd., Chicago 7, Ill. 





Dripless Paint Test Deal Offered Lumber Dealers 


Just in time for the spring paint- 
up season, Fiddes-Moore & Co., 
Chicago, announces it is now han- 
dling a new line of dripless paint. 

Called Jel, it costs no more than 
ordinary conventional paints, yet 
won't spill—even when the can is 
tipped. It can be applied with 
either brush or roller. 


Dealer tests have proved the pop- 
ularity of the line and Fiddes-Moore 
is making an introductory offer to 
the lumber dealer trade. The trial 
assortment costs $55, plus freight 
charges. It includes 2 gallons white, 
8 quarts white and 3 quarts each of 
the 15 colors in which the flat in- 
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terior wall paint is available. 

Besides ing non-fading, the 
new flat, interior wall paint is 
washable and dries rapidly. 

Ready to use, Jel requires no 
stirring or thinning. The unique 
dripless consistency of the paint is 
caused by its thixotropic vehicle. 
It liquifies instantly in actual ap- 
plication. 

If agitated, as in mixing custom 
paint to order, Jel returns to its 
original, no-mess consistency in 
two hours. 

Address of the manufacturer is 


available upon request. 
(continued on page 86) 
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PORTANT REASONS 
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’ SERVICE RECORDS conclusively prove that Frost 
Wolmanized Pine lasts three to five times longer 
than untreated wood. It kills termites and fungus — 
stops rot and prevents mold — is clean, odorless 
and paintable. 


DEALERS profit from better profit margins .. . 
unlimited markets and by developing satisfied 
customers. Frost Wolmanized Pine is a valued 
business-building partner. 


BUILDERS profit because the built-in protection is a 
sales appeal that commands a better selling price... 
helps close the sale. 


OWNERS profit because they get proved protection 
and repair-free long life that makes a house worth 
more NOW and LATER. 


rost 
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OWENS -ILLINOIS: 
GLASS BLOCK 





EASY TO 
HANDLE 


Owens-Illinois Glass Block are handled 
in the same way as cement blocks — 
same mortar, same laying technique. 
They go in at the same time, or they 
can be used for remodeling jobs. 





EASY TO 
STORE 


Glass Block come prepacked in sturdy 
cartons of convenient size. No loose 
block for you to handle. 





EASY TO SELL 


Show your customers how glass block 
can make their homes more livable 
Tell them a panel has the insulating 
efficiency of an 8-inch thick brick wall 
The panel won't frost or sweat in win- 
ter... provides better insulation than 
a window with storm sash. Point out 
they are hard to break... easy to clean. 


Plan now to push and profit from this 
versatile, practical building material. 
Write for details. Kimble Glass Com- 
pany, subsidiary of Owens-Illinois, 


Dept. AL-3, Toledo 1, Ohio. 


*Formerly known as INSULUX. 


OweEns-ILLINOIS 


GENERAL orrices(]) TOLEDO 1, OHIO 
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.P, the weather pro0!, cg 


WEATHER-PROOF Co., Cleveland, begins participation in Steve Allen’s “Tonight” 
telecast over 44 stations in the NBC network April 8. This is believed to be the 
first time a combination window and door maker has taken part in a TV program 
of this scope. For the areas not covered by the TV show, the makers of Duo-Matic 
combination windows and Duo-Dor and Kangaroo combination doors have sched- 
uled advertising in the top national consumer magazines. 


MANUFACTURERS | 





(begins on page 84) 


Shower Enclosures, Inc., Expands; Buys New Plant 


In a report to the stockholders of 
Shower Enclosures, Inc., Chicago, 
Stanley J. Marks, president of the 
firm, announced the purchase of 
the assets of Glamour Show-R- 
Door, Ltd. 

Marks said the physical equip- 
ment of the newly-purchased firm 
will be used to increase the output 
of the firm’s product—Beauti-Dor. 
He reported a steady rise in build- 
ing activity for 1955 forecast by 
economists made it necessary to 
expand production facilities to 
supply the demand. Marks pre- 
dicted sales in excess of 52,000 
units for this year. 

“The 1954 fiscal year,” Marks 











BEAUTI-DOR was demonstrated at the 
NAHB show in Chicago earlier this 
year by Stanley J. Marks, president of 


says, “reveals that our sales have 
placed our tub enclosures and 
shower doors among the top three 





Shower Enclosures, Inc. manufacturers in this country.” 








DEMONSTRATION MODEL used at Virginia Polytechnic Institute to demonstrate 
home construction in the classroom caught the attention of VPI graduate Stanley 
EB. Hudson, center, now employed by the Shenandoah Lumber & Building Mate- 
rial Corp., Roanoke, Va. Model was shown at the Virginia Building Material Asso- 
ciation convention by Professor W. L. Favrao and C. D. Noffsinger, Jr., a student. 
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HUNTINGTON, INDIANA 


BALDWIN-HILL .. ease 
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Now, new Huntington, Ind. facili- 
ties give another shipping point... 
for the benefit of all B-H dealers, 


oe es Midwest customers will get speedier deliveries direct 
chandising Program? Counter from Huntington. Trenton and Temple production lines 


Displays ... Wall and Window will be relieved to give customers in these areas more 
Streamers ... Decals... Sales 


Literature... Sweet’s Catalog Magic Blanket shipments without diversion to the mid- 


Reprint... Newspaper Ad — west. (Our other plant in Kalamazoo, Mich, will continue 
..,and a HOW-TO-DO-I P + i 
BOOKLET for do-it-yourselfers. to make industrial insulating products.) 


Send for details. 


Take advantage NOW of this new delivery set-up on 
this lightweight, easy-to-apply, volume-building home 
insulation, 
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COMPANIES ANNOUNCE 





Preston Hardwood Lumber Co., Un- 
iontown, Penna., announces its new 
hardwood flooring plant at Elkins, 
W. Va., has gone into operation. Cur- 
rent production is 25, feet daily. 
The firm also produces kiln-dried and 
air-dried Appalachian hardwoods. 


DeVAC, Ine., effective March 1, is 
the new name of the Self-Storing Win- 
dow Co., Inc., Minneapolis. The newly- 
named organization will engage exclu- 
sively in the manufacturing and distri- 
bution of DeVAC window units. Local 
retail sales will be divorced from the 
company and become a dealership un- 


der the firm’s previous name, Self- 
Storing Window Co. This reorganiza- 
tion has prompted a reshuffling in the 
firm’s administrative and executive 
personnel. 


Davidson Plywood & Lumber Co., 
Los Angeles, has appointed Richard S. 
Barlett, Jr., as president of the firm to 
succeed Jack Davidson. New vice 
presidents also were elected. ng in- 
clude John Eells and Chandler Hart. 
Other officers elected were W. Robert 
Brown, treasurer, and W. O. Poor, sec- 
retary. 


Andersen Corp., Bayport, Minn., an- 
nounces the appointment of Hugh J. 
Andersen as sales manager. He is the 
grandson of the founder of the 51- 
year-old firm which manufactures 
wood window units. 





* 





Tonque 
ond Groove” 


Ye" resewn 
panel in WP 2 and WP 4 


COMPANY 


udlity knotty pine 






Anti-Cupping 


Grooves 


SPECIALLY SELECTED STOCK! 


Any room where paneling is desired will look better with BLACK 
DIAMOND Knotty Pine paneling. BLACK DIAMOND has spe- 
cialized in the production and sale of % Knotty Pine #2 and 
Better panel of high quality for many years. The stock is specially 
selected prior to running and is again check graded after the 
resawing and re-running to panel. This is why today when you 
order paneling, think of BLACK DIAMOND first. 


ALSO WEST COAST WOODS 


the BLACK DIAMOND 
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Kentile, Inc., announces a 12% per 
cent reduction in the price of Corktone 
asphalt tile, according to C. A. Neu- 
mann, vice president for sales. 


Barrett Div., Allied Chemical & Dye 
Corp., announces that the land and 
buildings it recently acquired at Sun- 
bury, Penna., will be used for the 
manufacture of insulation board. The 
property was formerly owned by Gen- 
eral Electric. Extensive alterations 
and reconstruction work are now un- 
derway. 


M & M Woodworking Co., Portland, 
Ore., announces the retirement of An- 
drew T. Nelson as general manager of 
all production divisions. 


Western NuPly Corp. is now manu- 


facturing hardboard in the South 
Bend, Wash., plant constructed by the 
Washington Hardboard Co. Sale of the 


plant to NuPly was confirmed at a 
stockholders’ meeting last month. 


E. L. Bruce Co., Memphis, Tenn., has 
named Sydney R. Miller, Jr., as man- 
ager of its Nashville plant. He suc- 
ceeds the late D. P. Sexton. 


New England Carbide Tool Co., 
Inc., Cambridge, Mass., makers of 
carbide-tipped masonry bits and knife 
sharpeners announces the opening of 
its new office and warehouse in New 
York City. Fred Driscoll, formerly 
New England Sales Manager of New 
England Carbide Tool will be in charge 
of local sales and distribution. 


Moe Light Division, of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., 
announces the appointment of Vernon 
L. Wyre as regional manager in a new- 
ly-formed sales area which includes 
the middle and south Atlantic states 
with the exception of Florida. 


Acme Steel Co., Chicago, announces 
the appointment of P. L. Dafoe as head 
of the firm’s new Dexion Div. Dafoe, 
on leave of absence from his position 
as vice-president and general sales 
manager of the Acme Steel Products 
Div., will be assisted by Lewis R. 
Miller, who has been appointed assist- 
ant manager. The division will market 
Dexion slotted angle, a new all-pur- 
pose steel framing material. 


Northwestern Hardwood 


At the 66th annual meeting of 
the Northwestern Hardwood Lum- 
bermen’s Association at Minne- 
apolis last month the following 
officers were elected: Harry E. 
Dean, president; Larry Clark, Jr., 
vice-- president; Ralph Thorpe, 
treasurer; A. F. Wellseley, secre- 
tary. 

The board of arbitration for 
1955 consists of: James T. Haire, 
chairman, Hill Youngblood, F. 
Daughenbaugh, Herb Haire, and 
Ken Peschau. 


Sun View Changes Name 


Owing to a confusion of prod- 
ucts using the name of Sun View, 
the Sun View Sliding Glass Door 
Co., Los Angeles, has voluntarily 
changed its name to Bellevue 
Metal Products. The company’s 
sliding glass doors will be desig- 
nated Bellevue. 
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why miss the big market for screens 


when 


HOMESHIELD 


Easy-to-Make SCREEN KITS 


NO MORE INVENTORY 
PROBLEMS 


meet 90% of your customers needs with just 4 sizes . . . 
and 5 sizes cover them all! 


NEARLY EVERY HOME-OWNER is a prospect for replacement screens 
—and these Homeshield ALUMINUM Screen Kits make it easy for 
customers to buy screens and put 
‘em together — and easy and profit- 
able for you to handle and sell ‘em! 


These sales features save 
home-owners money and 
maintenance: 


¢ Sturdy full-frames of ALUMI- P ; ” h 
NUM—never need painting DVERTISED | 


* Durable FIBERGLAS * screening 
won't stain, stretch, shrink or burn 
« Anyone can make ‘em in minutes 


—only 5 simple steps 
¢ Slim, trim frames make windows 


sparkle with new beauty ! i Le | pas’ i ‘ 
» 


POWERFULLY ADVERTISED 
ee ee eee ee 
EVENING POST, POPU- 
LAR MECHANICS 









JOBBERS! DEALERS! 
This is a tested and proven new product offered by 
the makers of famous quality HAR-VEY HARD- 
WARE. Write or wire today fer all the profit- 
building facts! Address Dept. LK-3 


AMERICAN SCREEN PRODUCTS COMPANY 





World's Largest Manufacturers of Aluminum Frame Screens, and makers of famous quality Har-Vey Hardware 
GENERAL OFFICES: 807 N.W. 20th St., Miami, Florida 
Southwestern Division: 3515 W. Dallas St., Houston, Texas Western Division: No. Temple City Bivd., El Monte, California 
Metal Screen Division: 278 N.W. 27th St., Miami, Florida Midwestern Division: 505 W. Harrison, Plymouth, indiana 
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CONTEST WINNER Lester R. Scott, Jr., left, beams approval at $100 cash prize 
he won with a prize-winning essay “Why the Buyer Pays More.” Contest was 
sponsored by Virginia Building Material Association. Presentation was made by 
Scott's employer, George Burton, Jr., of the Burton Lumber Co., Norfolk, who is 


also a director of the VBMA. 


Dealers Told Initiative Will Solve Their Problems 


Retailers in the lumber industry 
must demonstrate some initiative if 
they are to solve their problems, 
members of the Virginia Building 
Material Association were told 
last month at their annual meeting 
in Roanoke. 

Speaking on the subject, “Troop 
Bound”—an old cavalry term de- 
ecribing a horse that wouldn’t 
leave the group — G. Hunter 
Bowers, Frederick, Md., lumber 
dealer reminded the 275 people at- 
tending the meeting that lumber 
companies are usually small firms 
and as such are faced with individ- 
ual problems. 

Being troop bound, Bowers said, 
is an undesirable trait and one 
that lumber dealers should be es- 
pecially wary of developing. One 
of the problems dealers must face 
individually, Bowers said, is the 
“pre-cut house.” 

“This innovation in the building 
field is a fine thing,” Bowers said. 
“But it isn’t the package answer to 
a problem. You must, after buying 
it, adapt it to your customers’ in- 
dividual needs.” 

Dealers are besieged on all sides 
with package answers to any prob- 
lem—in merchandising, account- 
ing and materials handling, he 
said. 

“There is no royal road to learn- 
ing; each dealer must use the parts 
of these packages that fit his indi- 
vidual needs.” 

At the closing session, members 
of the Old Dominion dealers’ 
group elected E. R. Woolridge 
president for the coming year. 
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Woolridge is treasurer of the Sky- 
line Lumber Co., Roanoke. 

Miss Carolyn B. Nettleton, Cov- 
ington, was elected a vice presi- 
dent. Roy C. Brown, Abingdon, and 
G. W. Coleman, Newport News, 
were elected directors. The treas- 
urer, Craige Ruffin, Richmond, 
four vice presidents and 10 direc- 
tors were all re-elected. 





CONTEST JUDGES for the DFPA 
Christmas merchandising competition 
were, left to right, W. L. Stensgaard, 
chairman, Point of Purchase Institute, 
Jack Parshall, executive editor, Build- 
ing Supply News, and Gordon J. Law- 
ler, managing editor, American Lum- 
berman. 


Xmas Contest Winners 
Announced by DFPA 


Prize winning lumber dealers in 
the Douglas Fir Plywood Associa- 
tion’s Christmas Merchandising 
contest have been announced. Cash 
awards totaling $2,000 were dis- 
tributed among 38 dealers, with 
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eight winning double prizes to 
bring the total number of awards 
to the 46 originally announced. 


The contest was split into two 
parts: the main merchandising 
section was based on promotion 
effort, and an auxiliary bonus sec- 
tion was based on dealer follow-up 
of how customers responded to the 
promotion. 

Top winners of $250 cash each 
in the main merchandising contest 
and the bonus contest respectively 
were Lumber Distributors, Inc., 
Tucson, Ariz., and Van Zylen Lum- 
ber Co., Grand Haven, Mich. The 
Tucson firm also took a $25 merit 
award in the bonus contest. 


Knoll Lumber & Hardware Co., 
Wash., was a double 
winner, taking the $150 second 
awards in both main and bonus 
sections. M. H. Paulsen Lumber 
Co., Milwaukee, Wis., won the $100 
third prize in the main contest. 
Foster Lumber & Construction 
Co., Inc., Valparaiso, Ind., won the 
$100 third prize in the bonus con- 
test and took a $25 merit award in 
the main competition. 


Dealers Asked to Join 
Local Urban Renewal 


The nation’s retail lumber and 
building materials dealers have 
been urged to assist in planning 
local urban renewal programs de- 
signed to improve the quality of 
the housing supply and eliminate 
slums. 


The request came from Watson 
Malone III, president of the Na- 
tional Retail Lumber Dealers As- 
sociation which played an active 
part in shaping the Housing Act 
of 1954 which provides federal 
funds to encourage urgan redevel- 
opment. 


“The longer we wait to start the 
task of redeveloping the older por- 
tions of our cities, the more diffi- 
cult and costly the job will be- 
come,” Malone said. “It is good 
citizenship as well as good busi- 
ness to attack this problem force- 
fully and without delay.” 
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The Older the Bill 
the Less You'll Get 
"Collection accounts that do not re- 
spond to your regular dunning proce- 
dure should be turned over promptly 
to the credit bureau or your collec- 
tion agency,” says Walter Graff. 
Here's why: 

National figures show that an ac- 
count two months past due is worth 
90c on the dollar on the basis of 
collectability. In six months it is 
worth 67c; in a year, 45c; two years, 
23c; three years, !5c, and in five 
years only one cent on the dollar. 
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EXTRA 5% DISCOUNT 
ON BESSLER [arrears 


STAIRWAYS 
now offers you 


Extra 
Profit! 


Limited Time Only! 


Bessler now offers you an 
EXTRA 5% on your regular 
trade discounts, to encour- 
age you to stock, demon- 
strate and sell this famous 
disappearing stairway! Lim- 
ited time offer only, so 
send your order for one or 
more units right now! 


Millions of Bessler units 
now in use. Millions of 
homes, outbuildings, of- 
fices, commercial establish- 
ments need this efficient 
stairway. There's a big 
market for you in your 
community! Popular prices! 


Don’t delay! Send your 
order immediately! Get a demonstrator 
model on your floor and start selling 
Bessler Disappearing Stairways under 
this special limited 5% extra discount 
offer now! 


BESSLER DISAPPEARING STAIRWAY CO. 


1900-B East Market Street, Akron 5, Ohio 


FREE CATALOG 
AND WALL CHART! 


Seven Bessier models, to 
meet every need, pictured 
and described in these ef- 
fective selling tools. Write 
or wire today! 





Y McCloud Lumber Co. ¥ 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


id 
A} 


Nel 


Qualig Fm 


WESTERN 
SOFTWOODS 


PONDEROSA PINE 


SUGAR (Geny Wr PINE 


DOUGLAS FIR. WHITE FIR 
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Don't buy 
BLINDLY 


Investigate — 
Get the facts 


Select the RIGHT 
Display Equipment 
Choose MULTIPLEX 
and watch Sales Grow 


Multiplex steel-framed swinging-panel Merchandisers provide the 
right way to display samples of siding, roofing, floor and wall 
covering, paneling, molding, and other lumber specialties right 
up front where customers can see and examine this merchandise 
Multiplex eliminates the antiquated method of storage bins, 
shelves, and cluttered sample rooms — and makes the lumber 
yard of yesterday the planning center of today. 


Also available are Door Merchandisers that are provided with 
steel pivot brackets that fit to the top and bottom of each full- 
size sample door. 


Check the merits of MULTIPLEX 
ready-to-install units . 


More than 50 years of experience in building nothing but display 
equipment goes into every Multiplex Merchandiser. Our produc- 
tion facilities allow us to provide standard units at prices far 
lower than you'd expect, even below the cost of “building your 
own 


The coupon will bring you complete information on our many 
standard sizes and models — or if you prefer we can design a 
complete display department for you. Write today 


MULTIPLEX: DISPLAY FIXTURE CO. 


907-917 North 10th Street St. Louis 1, Missouri 
Please send your Display Equipment Catalog 





NAME 

COMPANY 
ADDRESS 

CITY AND STATE. 
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THE LUMBER MARKET 


Lumbermen Jubilant 
Over Steady Prices 


SEATTLE—tThe market contin- 
ues to be firm and steady with 
prices for the most part much the 
same as the middle of last Decem- 
ber. Lumbermen are jubilant over 
the relative high level of prices 
maintained all through the winter. 
Adverse factors seem to have af- 
fected the over-all picture in small 
measure. 

The Pacific nortwhest got its 
cold spell in the last days of Feb- 
ruary, but it was not long enough 
or bad enough to affect production 
much. Some logging time was lost 
due to ice and high winds, but 
there was little snow in the Puget 
Sound area. 

Deterrants to better business 
were few. Bad weather in the 
middle west and other areas has 
decreased pickup of transits and 
caused them to soften. Green fir 
dimension is about a dollar weak- 
er according to some and tends to 
fluctuate. Lack of ship space is 
slowing movement of lumber to 
the east coast. 

Low grade shingles are weaker. 
Staining ny are buying 
perfections. Cedar siding contin- 
ues firm with %x6 beveled siding 
a little stronger. Pines and Engel- 
mann spruce are steady. 


Southern Pine Remains 
Stable at Baltimore 


BALTIMORE—Southern pine is 
continuing very stable here, fol- 
lowing a trend established several 
months ago. 

Little price fluctuation is notice- 
able, and dealers do not look for 
any definite changes in this market 
until early spring. By then, they 
hope that improved weather condi- 
tions will aid in speeding up con- 
struction, thus stwied the Southern 
pine market an upward boost. 

Western fir has also continued 
firm in this area over the past two 
weeks; and prices have changed 
little. An increasing number of 
dealers here are buying this lum- 
ber via rail ye Sore in prefer- 
ence to water shipments; and they 
claim that this is actually more 
economical. 

White pine has shown some ac- 
tivity over the past 15 days, and 
prices on this lumber are up some- 
what. No. 4 Common, 1 x 12’s are 
now selling in Baltimore for about 
$85.75; while 1 x 8’s are bringing 
$88.75. In the 6/4 resawn, 1 x 12’s 
are delivered here for $108.50; and 
1 x 8’s bring $109.50. 

Oak flooring is still very active, 
with prices up $2 to $7 from what 
they were a month ago. Clear, red 
oak flooring is being bought for 
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around $210.50 here; and select, 
red oak is bringing a delivered 
price of about $202.50. , 

Building permits in the Balti- 
more metropolitan area for the 
month of January totaled $17,955,- 
015. Almost 2/3 of this figure, or 
$11,982,611, was for home and 
apartment construction alone. 

The first 10 days in February 
were equally impressive, with 
1,239 building permits issued in 
Baltimore county. This figure sur- 
passes the total for any entire 
month in 1954; and exceeds the 
total number of permits issued in 
this area in January by 863. 


Severe Weather 
Stalls Logging 


TACOMA—Lumber and log pro- 
duction throughout this area suf- 
fered somewhat of a blow with ad- 
vent for the first time this winter 
of an appreciable amount of severe 
weather. 

High winds that at times reached 
a velocity of 60-70 miles an hour 
preceded snow and sub-freezing 
temperatures, combining to materi- 
ally curtail and in many instances 
completely halt production. 

Lumber mills were not as hard 
hit as were logging operations, 
since log supplies at present are 
ample for immediate requirements. 
In some of the adjacent higher ele- 
vations, the snowfall ranged be- 
tween one-two feet. Loggers de- 
clared resumption of work rested 
with the weatherman. 

The second forest products plant 
to reopen here since the first of 
the year, the Tacoma Mill, began 
sawing March 1. The plant had 
been closed since April of 1953. 


Lumber Nationally 


Lumber shipments of 509 mills 
reporting to the national lumber 
trade barometer were 2.2% below 

roduction for the week ending 

ebruary 26, 1955. New orders 
were 6.6% below production, Un- 
filled orders amounted to 44% of 
stocks. For the reporting softwood 
mills unfilled orders were equiva- 
lent to 24 days’ production at the 
current rate, and gross stocks were 
equivalent to 51 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
0.7% below production; new or- 
ders were 2.6% above production. 

Compared to the previous week 
ended February 19, 1955, produc- 
tion of reporting mills was 0.1% 
above; shipments were 2.2% be- 
low; new orders were 2.5% below. 
Compared to the corresponding 
week in 1954, production of report- 
ing mills was 4.6% above; ship- 
ments were 1.9% below; and new 
orders were 7.9% below. 





Industry Poised 
For Spring Push 


KANSAS CITY—The Southwest- 
ern lumber industry is poised to 
push ahead with major gains this 
spring as result of the rising de- 
mand for a limited supply of avail- 
able stock. Not in years has the 
inventory of mills and retailers 
been so low, mill representatives 
here point out. 


The mills are attempting to 
build up stocks but thus far have 
met with little success because of 
the inclement weather. 

Rainy and cold weather retarded 
production and mills have little 
dry stock to ship to yards. Esti- 
mates are that inventories at mills 
are 20% under a year ago. 

The fast residential building 

ace has stimulated demand for 
umber in the Southwest. Many 
marginal mills are reported to be 
opening again because the price 
offered by concentration yards is 
well above the 1954 price, and con- 
version, despite high timber prices, 
will again permit a profit. 

Prices are holding steady, with 
oak flooring and hardwoods taking 
the play in recent weeks. Prices 
have moved up $2-$3 a thousand 
in various grades. 

On dimension and boards in 
Southern pine price lists are hold- 
ing steady at recent levels. No. 2, 
1x8 boards are commanding $85 
and 1x6’s are bringing $83 to $85. 


Western Pine 


For the week ending February 
26, 1955, 114 mills reporting to 
the Western Pine Association ba- 
rometer, production amounted to 
74,292,000 feet compared to 69,- 
326,000 feet for the same week last 
year. 

Shipments this week were 
77,284,000 feet compared with 78,- 
365,000 feet for the corresponding 
week last year; orders were 76,- 
473,000 feet compared with 79,992,- 
000 feet for the same week last 
year. 


For the week, shipments were 
4% and orders weer 2.9% above 
production; orders were 1% below 
shipments. 


Southern Pine 


For the week ending February 
26, 110 mills reporting to the 
Southern Pine Association barom- 
eter, production amounted to 19,- 
029,000 feet, orders were 15,835,- 
000 and shipments were 17,850,000. 

Shipments were 6.20% below pro- 
duction for the week, orderg were 
16.78% below production and or- 
ders were 11.29% below shipments 
for the week. Unsold pine stocks 
on hand at the end of the week 
amounted to 155,699,000 feet. 

(continued on page 96) 
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ff sell Any Size Roof f 


@ Your Customer Wants 


F 
: with Just 2 Widths of 
Quaker State 





d Aluminum in Rolls 


PATENTED 

TO PROTECT YOUR PROFITS 
Ochiltree Patent 

No. 2,369,478 


F 
i 
; Cross Corrugated 


| a 


il mm 


} te : 28" and 48"' widths 
Pa ruiat HE in 25-50-100-200 ft. 
ih i} at rolls. Three gauges, 
ieee in’ ¢ U.S. Standerd 26 
i (.019""), 24 (.024'') 
, and 22 (.032''). 
a» 
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Cali QSM for a Complete Line of Metal Building Products 





Now you can make real roofing profits with Aluminum in 
Rolls! This sensational new product can cut your inventory 
requirements down to two widths (28”' or 48'') of cross cor- 
rugated aluminum. You just measure off the right length, 
cut it from the roll,and your customer is ready to install a 
long-lasting aluminum roof... as easy as rolling on a rug! 


QSM ALUMINUM IN ROLLS IS EASY TO INSTALL. 


Because of the length of the rolls, which can reach 
across the full length of most buildings, side laps are 
eliminated, The roofing or siding can be installed in 
one-fourth to one-half the time required for other 
types by ordinary labor. 


QSM ALUMINUM ROOFING IS HURRICANE-TESTED*. 


Wind, rain, or hurricane—it’s all the same to this 
snug-fitting, contour-hugging aluminum roof. QSM 
Aluminum Rolls are cross corrugated for extra 
strength, and a roof covered with this sensational 
sng stays on in any weather! It stays shining 
right, rust-proof, leak-proof and fire-proof, with- 
out painting. 
NATIONAL ADVERTISING HELPS YOU SELL. 


Farmers, industrialists, builders and architects are 
being pre-sold for you in coast to coast advertising 
and publicity. 

A WONDERFUL TRAFFIC BUILDER FOR DECORATING AND SIDING, 


QUAKER STATE 














COMPANY 


LANCASTER, PENNSYLVANIA 


grawawane WRITE TODAY FOR COMPLETE DETAILS ) ee 
ON NEW QSM ALUMINUM IN ROLLS 


Quaker State Metals Company 
Dept. 8, Lancaster, Pennsylvania 


Tell me how | can increase roofing, siding and decorating 
sales and profits with QSM Cross Corrugated Aluminum Rolls. 
Name 
Company 
Address_—. 


i Oy. - we tate 
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This brand name 
on lumber 
brings you 








line of quality 
and services to 








The 4-Square Home Building Service portfolio 
illustrates 148 beautiful modern homes, each one 
professionally planned for extra value. The Farm 
Building Service portfolio illustrates over 200 
ideal farm buildings and equipment items, plus 22 
charming farm homes. Singly, or together, these 
Services are highly effective in stimulating building 
prospects and in helping to close actual sales. 





Colorful full-page advertisements in the Saturday 
Evening Post, plus programs in Better Homes 
and Gardens, American Home, Better Farming 
(Country Gentleman) and Successful Farming, 
feature the 4-Square Services—and refer farm 
and home building prospects to their local 
Weyerhaeuser 4-Square Lumber Dealers. 





Ad mats, colorful folders, display materials 
and other merchandising helps are supplied 
to Weyerhaeuser 4-Square Lumber Dealers 
to identify them as the local building 
headquarters . . . the dependable source of 
information and advice on building plans, 
materials, financing and building contractors. 


Weyerhaeuser Sales 
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} KILN-DRIED x con DECORATIVE 
: FRAMING Y PANELING 
in a in 
Variety Wide 
of Species Selection 








Many dealers are increasing sales by fea- 
turing Weyerhaeuser 4-Square Lumber 
products . . . because these products have 
a reputation for uniformly high quality 

. and because many years of advertising 
have built up a remarkable consumer 
acceptance for the Weyerhaeuser 4-Square 
brand name. 

Dealers featuring the 4-Square Farm 
and Home Building Services locally are 
further helped to increase their yard profits 

. for the Services sell not only Weyer- 


products... 



























hbo YOU. 


WOOD SIDING 


in 





















haeuser 4-Square products but all other 
items carried by the lumber dealer. 

Spotlighting the 4-Square Lumber Dealer 
and the 4-Square Building Services is a 
continued program of effective consumer 
advertising. 

Dealers interested in the benefits of 
sound merchandising and the added sales 
advantages of the 4-Square Services are 
invited to write to the Trade Promotion 
Department, Weyerhaeuser Sales Com- 
pany, St. Paul 1, Minnesota. 
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PRECISION BEAUTIFUL WOODS SHEATHING 
MOULDING in with 
FLOORING ; 
for of Plys and All its 
Interior and Selected Wideboard Advantages 
Exterior Trim 
Woods 

















Company ST. PAUL 1, MINNESOTA 
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Lumber Prices 


Vertical Grain Flooring 
B&Btr. Cc D 
386 sccccce ovee- 160.00 1556.00 106.00 
Fiat Grain Flooring 
1K4 caccececeee+1 46.00 140.00 90.00 
BMG cccccscceneesd 166.00 160.00 120.06 
Drop Siding 
1x6 (Pat. #106) 160.00 155.00 110.00 
1x6 (Pat. #116 } 180.00 165.00 110.00 
Cetling 
BO cocvcccsece 126.00 120.00 76.00 
BE ceceseescos 116.00 110.00 76.00 
Boards and shipiap and 2” (Green) 
1x6 1x8 1x10 =61x12 
We. 4 occve + -67.00 70.00 68.00 74.00 
WO. B cvccdes 62.00 64.00 64.00 69.00 
No. 8 .ccccee 67.00 67.00 67.00 6200 
No. 1 Dimension 
12’ 4’ 16 18’ 0’ 


2x12 76.00 73.00 73.00 75.00 75.00 
No. 2 Dimension 


2x12 72.00 10. 00 70.00 
No. 8 Dimension 





x12 4 
(Add $16.00 for dry lumber ) 





RED CEDAR SHINGLES 


Royals 
o. 1 24° 4/3 15.00-16.25 
No, 2 24° 4/2 8.50- 9.00 
No, % 24” 4/2 4.00- 4.26 
Perfeections 
No, 1 18” 6/2 11.75-12.00 
No, 2 18” 5/2 00- 7.26 
No, 3 18” 6/2 00 
XXXXX 
No, 1 16” 5/2 10.75-11.50 
No. 2 16” 5/2 6.25- 6.75 
No, 3 16” 6/2 4.25- 6.00 





WESTERN RED CEDAR 


Prices for Western Red cedar sidin 


im mixed cars, new bundling, & to 1 
are: 


Heveled Siding, % Inch 
Riv? “a” “KR” 
4 inch. 193.88 95.00 60.00 
y 6 inch, 80.00 177.00 60.00 
by 8 inch. 
by 8 inch..::150.00 1465. 00 
Clear Bungniow ‘stdtnn, % Inch 
Ry ee bosses peees if 
Co ecesece v 00.00 170.00 
Se GE Oadec'ceee 226.00 215.00 16 
Fint>e, Band Btr, 82 or 45, 
a = a or Rough 
x ose Sebhahbeos Sesues > ceivi 
MRP Sabesadates iets 
SEES decsccscvede 
ba YS Fieering, Band Str, 


B&aBtr. Cc D 
UES nc cceeceeeees 186.00 125.00 100.00 
LEE cceeeeeeees 186,00 126.00 100.00 


Discount on mouldin i 4 
, the. es, to 20° odd 


Listi der 4.06¢—l1 
stine under ¢. st pl 36%. 
Listing 4.00 and over—! yi ty 35% 


Clear La 4 —— 
100 lin te ws oe Seece pefowal 60 
96 


at Press-Time 


as current on the dey 


WESTERN PINES 


Vonderosa Pine 


6/4) RW 

$2 or 48 14RwW 64 aRw 14 RW 
C&Btr. RL 60.00 6.06 278.60 

wae 6c No.1 No.2 


B/4 covcecers Prrrereryy 142.00 110.00 


Commons, $2 or 45 


B&Btr. No. 3 No. 4 
Ix 8 RL ....110.00 71.00 61.00 
1x12 RL ....122.00 71.00 61.00 


Idaho White Pine 
Selects $2 or 7. 


se x8 1x10 
oe RL. 270% oo 2700 0 210 00 275.00 
RL ......280.00 330.00 230.00 246.00 

Bn Kh 82 or 48 


0.3 
ix 6 cosvevenee ABE QO 118.00 199.00 
1Z1B ncevers ~~ 00 161.00 100.00 


Sugar Pine selects 82 or 45 
mt ~y 4RW 6/4 RW 
Raper. RL. iy bo 


80.00 boty 00 
Rls coccce 0.00 276.00 280.00 
D RL. “$30. 00 245.00 245.00 
Shop, s28 
No. No. 2 No. 3 
OM eccveees ° 162.00 122.00 80.00 
GSE cccesvceses 162.00 122.00 80.00 





OAK FLOORING 





Clear Pin "ix2\% Hx1% 
Te éhse db odd bod Rit i 00 165.00 
DE. 97644". (os +nesp nee 175.00 

Sel Piain 
yy. ee Se ek 0d Bee 170.00 

i audies» ss 6adau 6 6u 190.00 175.00 
ti Com 
LS 162.00 155.00 
SE Meeeb Viens cccens 165.00 150.00 
#2 Com, 
Pin White 
MSs ocebenéebee ve 105.00 75.00 

#1 Com, & Bir. Shorts 
Be) (ahead cosasdes +» 127.00 90.00 

Vertical Grain Flooring 

pas. Cc D 
ix4 Heart ...... 260.00 2356.00 200.00 

Fiat Grain Flooring 
BME occecccose +-170.00 160.00 125.00 
BE, BEdbosccccch 176.00 1656.00 125.00 

Drop Siding 
1x6 #106 ...... -191.00 170.00 140.00 
PT GEE ccoscee 191.00 170.00 140.00 

Boards & Shipia 

1x8 1x10 1x12 
No, 1 


m. ©) ..140.00 140.00 145.00 178.00 
2 .e+ee+ 85.00 80.00 87.00 98.00 


Ne 8 ...... 70.00 78.00 75.00 75.00 
No. 1 Dimension (Dense) 
iy 17° © 06«616)6| 638°) | 8g 
2x 4 102.00 503 20 105.00 115.00 120.00 
2x 6 103.00 107.00 105.00 115.00 120.00 
2x 8 103.00 108.00 101.00 111.00 116.00 
2x10 116.00 116 6.00 129.00 134.00 
2x12 182.00 182. 00 ibs: 00 142.00 147.00 


No. 2 Dimension (Dense) 


2x 4 94.00 94.00 97.00 107.00 112. 
2x 6 91.00 94.00 91.00 101.00 106. 
2x 8 94.00 92.00 89.00 99.00 104.00 
2x10 95.00 99.00 95.00 110.00 116 
2x12 91.00 91.00 91.00 115.00 120 


No, 3 BR/L Only 





All prices baced on kiln dried stock. 


March 21, 





Bevel Siding 
x 4 V.G. Clear All Heart..... 95.00 
x 6 V.G. Clear All Heart..... 122.50 
x 8 V.G. Clear All Heart.....146.00 
x 6 V.G. Clear All Heart..... 122.50 
x 8 V.G. Clear All Heart..... 150.00 
x10 V.G. Clear All Heart..... 165.00 
x 6 V.G. Clear All Heart..... 159.50 
x 8 V.G. Clear All Heart..... 186.50 
x10 V.G. Clear All Heart..... 212.50 
x12 V.G. Clear All Heart..... 224.00 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Ansae Siding 


1x10 V.G. Clear All Heart...... 245.00 
1x12 V.G. Clear All Heart...... 260.00 
Note: Deduct $15.00 for A Grade. 
Finish 

ix 4 Clear Heart S48..........-- 170.00 
ix 6 Clear Heart S4S........... 195.00 
1x 8 Clear Heart S48S..........- 212.50 
1x10 Clear Heart S48........... 225.00 
1x12 Clear Heart S48S........... 240.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 
Om6 ncccss «++++-150.00 145.00 90.00 
Fiat Grain Flooring 
126 sscce ie be oe -136.00 130.00 85.0 
BBD ccvesthevecce 160.00 155.00 165.00 
Drop Siding 
1x6 (Pat #1)06.150.00 145.00 100.00 
1x6 (Pat. #116).150.00 145.00 95.0 
Cetling 
TAO -ccavwoneeds 120.00 116.00 75.00 
RE ncccsvecves 120.00 115.00 75.00 
Boards and Shiplap and 
2 (Dry) 
1x6 8=61x8 1x10 1x12 
Wes BP oadtcde 74.00 76.00 75.00 78.00 
Se fees 67.00 69.00 67.00 72.00 
Mo. 8 cccsese 60.00 62.00 62.00 61.00 


No, 1 Dimension 
12’ 14’ 16’ 18’ 20° 
2x 4 78.00 78.00 79.00 78.00 78.00 
2x 6 78.00 78.00 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 78.00 78.00 


. 78.00 . ; 
2x12 478.00 78.00 78.00 78.00 78.00 


2x 4 74.00 74.00 75.00 74.00 74.00 
2x 6 74.00 74.00 74.00 74.00 74.00 
2x 8 74.00 73.00 71.00 71.00 76.00 
2x10 73.00 74.00 72.00 71.00 76.00 
2x12 71.00 71.00 72.00 73.00 76.00 


No. 3 Dimension R/L Only 


BEG cccecevccccccccecvcccccrece 60.00 
BE GS cocvcceccccceccccsevervveve 57.00 
2x 8 COC ewe ere esereccccresees 55.00 
BIO ccccccccecscoseseccessvcets 53.00 
BEES cvcccedeesccvvcccceverseeee 53.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


ix6)606.ix8)=6.ixl0)=—s «1x13 


No. 2&Btr. 100.00 106.00 103.00 106.00 
No, 8&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
1¢ 16° 18’ 30° 
2x 4 76.00 176.00 176.00 75.00 y 
2x 6 75.00 75.00 76.00 77.00 77.00 
8 177.00 177.00 75.00 76.00 75.00 


2x 
2x10 75.00 77.00 76.00 76.00 76.00 
2x12 75.00 76.00 76.00 77.00 77.00 


2x 4 70.00 70.00 70.00 70.00 70.00 
2x 6 70.00 70.00 70.00 72.00 73.00 
2x 8 72.00 72.00 70.00 70.00 70.00 
2x1@ 70.00 72.00 70.00 70.00 70.00 
2x12 70.00 70.00 May 72.00 72.00 


Millis are now ng boards No. 3 
and 8 common. .~ do not grade out 
No. 3 dimension as in 0 
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BurLtp1Inc Propucts MERCHANDISER 


SOMETIMES I sit back in 
my rocker and just simply 
wonder at the ingenuity of 
man. I watch the brand new 
cars whiz by, with their 
power steering, power 
brakes, power windows. I 
see my wife put the laundry 
into the washer, smoke a 
cigarette, then take out the 
clean wash. It’s perfectly 
dry, too. 
* 


What I'm getting at is that science is making 
life easier for us all. New advances, time- 
saving, effort-saving advances are made 
virtually every day. 

* 
So it is with flooring. You, as a dealer, know 
very well the almost magical selling appeal of 
vinyl-plastic flooring. The reason is simple: 
vinyl means less work, less upkeep. If you've 
looked at the sales figures lately, you'll see what 
I mean. * 


Now, along comes Moultile and goes one bet- 
ter. To their wonderful, saleable Moulflex 
vinyl-plastic tile they’ve added a new ingre- 
dient that’s calculated to shoot sales higher 
than ever before. The ingredient: HIGH- 
STYLE JUBILEE PATTERNS. 

* 


Here’s a sure-fire combination for more business 

. the cleaning ease of vinyl plus the sparkling 
dots-of-color styling that was so successful on its 
own. Moulflex in Jubilee patterns comes in 13 
bright colors—a real field day for today’s smart 
homemakers. In standard gauge, it costs little 
more than ordinary tile flooring. 


Y P03 
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As a wise merchandiser, you'll want to keep 
up with the times. The trend is clear. 
Moulflex in Jubilee patterns is going to 
make plenty of money for alert dealers. 


e 


Write today for full information. 


Oept. is 
Joliet, Wl. + Long Beach, Calif. + Newburgh, N.Y. 
















LINE 


® 
GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


All the Sales Tools You Need 
to Do a TOP-PROFITS JOB! 


YOU'RE NEVER “ON YOUR OWN" when you're 

a CRESLINE distributor or dealer. In fact, 

Ni you're backed by the industry's most 

\ complete effective support —the kind 

AN ! of sales helps that really help you— 

x : everything it takes to make you top 

fy man in your particular plastic 

oS \ Veal pipe market. Check your CRES- 

wae if) LINE “tool chest” for "55, the 
x =f \ 


exclusive Mobile Display 
sin 












penser; the host of brand- 
new hard-hitting ad 
mats; the wealth of 
new product and 
promotional liter- 
ature. More than 
ever, it's bulg- 
ing with sales- 
building tools 
-- all of them 
right for top- 
profit results! 







and Merchandiser-Dis- 
aN 














THERE’S MORE “SELL” IN CRESLINE TOO! Every 
coil is produced to top-quality standards, pres- 
sure-tested and rigidly inspected. Every single 
foot of CRESLINE plastic pipe is measured and 
marked, So is every 10-foot length—making it 
easier to sell and install as well. Made of 100% 
VIRGIN MATERIALS, backed by a broad WRITTEN 
GUARANTEE. And most important, your every 
order is SHIPPED WITHIN 24 HOURS. 





This small mountain of CRESLINE PLASTIC PIPE is just part of one 
dealer's order for a single customer——CRESLINE lines you up for 
the BIG-TICKET business! 


Made to Specifications of the Thermoplastic Pipe 
Division of the Society of the Plastics Industry 


Write for details and name of nearest CRESLINE representative: 


CRESCENT PLASTICS, INC. 


Dept. 1-5, 955 Diamond Ave. e Evansville 7, Indiana 


(For more data on advertised products fill in coupon on page 126) 97 













Taper Trend Table Legs 


esigned for use in making coffee, 
lamp, dinette, TV, and other tables, as 
well as cabinets, lounges, chairs, etc., 
Taper Trend legs are screwed to any 
top of the user’s choice, for building 
of inexpensive and attractive furni- 
ture. T ey are available in four sizes 
—11”, 15”, 20”, and 28”. Made of 
heavy sheet steel, Taper Trend legs 
are packaged four to a set, complete 
with screws. Taper Trend Products 
Div., DuPage Precision Products Co., 
Inc., Dept. AL, P.O, Box 89, Naper- 
ville, Ill. 


Vor more data circle No. 1 on coupon, p. 120 








Sliding Door Closet 

New construction features of the 
Esco warp-proof Sliding Closet Door 
are announced by the manufacturer. 
The track is now a one-piece alumi- 
num extrusion, Another new feature 
is the redesigned track lock. Nylon 
floor guides have also been added to 
the Eseo Doors. They are available 
in all sizes, are shipped individually 
packed—complete, ready for mount- 
ing. Engineering Sales Co., Dept. AL, 
550 MeNeilly Road, Pittsburgh 16, 
Penna. 

Por mere date cirele No. 2 on coupon, p. 120 





New Utility Drill 


A new and improved version of the 


U-1%”" Utility Drill has just been 
announced, This drill has an entirely 
new motor. Among the features of 
the new drill is the adoption of helical 


gears in place of spur gears, plus a 
more comfortable handle. eight 
(three pounds) and spindle speed 
(2250 rpm) remain the same. Black 


& Decker Mfg. Co., 600 E. Pennsyl- 
vania Ave., Towson 4, Md. 
Por more date circle Ne. 3 on coupen, p. 120 
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Car Door Lumber Roller 

Here’s a car-door roller claimed to 
unload cars faster. Known as the 
Wisconsin Lumber Roller, it is said 
to telescope out to fit any size railroad 
car door up to 8%’. The roller is 
adjustable anywhere along the tube 
and to any position; rubber ends pre- 
vent slipping on steel door jambs. 
Guide rollers are there to keep the 
lumber in line. Arnold J. Schuchardt, 
Dept. AL, 117 Frederick Ave., Osh- 
kosh, Wis. 


For more data circle No. 4 on coupon, p. 120 





The P-32 Catch 


Ajax Hardware announces its new 
P-32 catch provides four features: 
1. Quick, easy mounting. 2. Smooth, 
silent action, yet, positive grip. 3. 
Tapered design, guides ball strike 
easily into the catch each time. 4. 
Modern design. Each catch is pack- 
aged with strike and necessary screws. 
Ajax Hardware Mfg. Corp., Dept. AL, 
4351 Valley Blvd., Los Angeles 32, 
Calif. 

For more data circle No. 5 on coupon, p. 120 





Flush Masonite 

Raynor doors are now offered in 
flush design with lifetime guarantee 
Masonite faces. Raynor flush doors are 
true hollow core construction, having 
a framework to accommodate hard- 


ware, plus a grid core to provide 
greater gluing surface and rigidity, 
and to maintain uniform thickness. Ne 
nails are used. Surface materials are 
glued to the core under great heat and 
pressure with waterproof glues. Ray- 
nor Manufacturing Co., Dept. AL, 
Dixon, Ill 


Fer more data circle No. 6 on coupon, p. 120 


March 21, 





New Size Tileboard 

The addition to their line of 4’ x 8’ 
sheets in title pattern was announced 
by Panelboard Mfg. Co. The 4’ x 8’ 
sheets have the traditional Panelboard 
features of 4%” x 4%” tile sized 
blocks and the % score, % stripe butt 
joint feature. Packaging is six sheets 
er crate. Panelboard Mfe. Co., Ine., 
Dept. AL, 111 Cedar Lane, Englewood, 
N. J. 


For more data circle No. 7 on coupon, p. 120 





Chesney Speed Clamps 

Sawhorses, assembled quickly using 
the new Chesney Speed Clamps, are 
said to be so sturdy they can support 
tremendous loads of weight. Chesney 
Speed Clamps are fabricated from 16- 
gauge zinc-coated steel. Five pieces of 
rough or finished 2 x 4 lumber and a 
pair of Speed Clamps give a com- 
pleted sawhorse of any desired size. 
Twelve grippers, actuated by one 
lever, hold wood firmly in place while 
assembled. No tools, nails, miters, or 
other fasteners, are needed, Chesney, 
Inc., Dept. AL, 720 Towne Ave., Los 
Angeles 21, Calif. 


Fer more data circle No, 8 on coupon, p. 120 





Fold-Away Burner Unit 


Dixie’s new burner unit folds 
against the kitchen wall when not in 
use. When needed for cooking, the 
burners are eased down on hinges 
from self-contained wall units onto 

(continued on page 101) 
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FIR PLYWOOD 
| Sales Climb © 


...says D. C. Siegmund of 
POTLATCH YARDS 


Typical of 56 modern Potlatch Yards is this 
branch at Gig Harbor, Washington. Mr. Siegmund 








) recently became its manager... 

) returning to the lumber dealer field after 10 

years in construction, Read what he says 

4 about fir plywood: 

. 

h 

i 

i “Today, fir plywood is a basic staple 

len years ago, | remember, it was in the 

if. specialty class; it had to be sold 

Now it sells itself 

“The change is amazing. It means that 

f 

well-rounded fir plywood inventory 

‘ S an absolute must 

‘ Now is the time to check your inventory... . be jSE 

' 
4 FIR PLYWOOD’S 50th BIRTHDAY Means 
ell Many Profitable Returns for You! 

hn 
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VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C. 





New! Merling. 


sliding ¢ door locks. a 


co 


} 
' 
' 





for by- y-passing doors 3 % 


The first sliding door lock for by- 
passing doors. Now closets can be 
locked and contents kept secure 
from pilferage. Designed on a revo- 
lutionary new principle. One half 
turn of key raises tongue to locked 
position or returns it to unlocked 
position. Cylinder is geared to 
tongue and action is positive. Simple 
to install—bore one hole. Fits 9,” 
to 14%," doors. 








for pocket doors 


A new type of lock for bathroom or 
bedroom doors, Privacy is assured 
by turning locking button on inside. 
Emergency button on outside per- 
mits unlocking with screw driver or 
coin. Neat, simple installation. Fits 
1%” or 1%" doors. 


SE fv 


STERLING HARDWARE MFG. CO. 
Chicago 18, Illinois 


SEE OUR CATALOG IN SWEET'S: 
Architectural File © Light Construction File 


Chicagoland Home Building Center, 130 W. Randolph St. 





(For more data on advertised products {ill in coupen om page 120) 
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FOR GIVING MORE 
THAN DUTY REQUIRES 









BEECH 
PECAN 


Fair, VERN 


Herdwood 
Flooring 


Supply your customers with Mt. Vernon Brand flooring. 
Each strip is quality-made from choice timber, and 
scrupulously graded to give beauty and endurance 
beyond the call of duty. Available in three popular 
species, Mt. Vernon flooring is NOFMA certified and 
meets every residential, commercial and industrial re- 
quirement. Let Mt. Vernon Brand build sales—and a 
reputation for quality—for you today. 


ALSO BAND SAWN HARDWOODS. Write or call— 


MOBILE RIVER SAW MILL CO., 


Mt Vernen, Alebama 


INC. 























GARAGE 


DOOR SETS 


with 
5 Winning Features! 
@ OFFSET TRACK! 


GRADUATED HINGES! 
ELECTRO-GALVANIZED FINISH! 

ALL STANDARD SINGLE & 2-CAR 
SIZES! 

@ AMAZING LOW PRICE! 
“WEDGE-RITE” offers you superior 
quality, premium features and sensa- 
tionally low prices. 

There's a “WEDGE-RITE” set for every 
need: single cor sizes from 8’x6'6" to 
9x7’; 2-car sizes from 14’x7’ to 16’x7’; 
and commercial sizes from 9x?’ to 
20’x12' .. . for doors 1%” or 154” thick. 








DOOR SECTIONS! Truck load or carload 
lots in stock sizes. Kiln-dried, Douglas 
fr, dowel construction. Lowest prices! 


“DOR- SET. 


March 21, 1 
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NEW PRODUCTS 


(begins on page 98) 





the counter; they are in position and 
burning with the turn of a knob. The 
new burners are available in groups 
of two. A built-in oven-broiler unit is 
available with the Fold-Away to com- 
plete the cooking ensemble. Dixie 
Products, Inc., 680 West Peachtree St., 
N.W., Atlanta 5, Ga. 


For more data circle Ne. 9 on coupon, p. 120 
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New Prefabricated Fireplace 

A completely prefabricated fireplace 
and chimney, which can be installed, 
complete with chimney, in four to six 
man-hours, has been announced. The 
Uni-Bilt fireplace can be mounted 
flush with the wall, or recessed into 
it. The cantilever designed hearth, 
raised 15” above the floor, burns wood 
up to 27” long.. The outer shell of the 
fireplace is steel, with stainless steel 
trim. Uni-bilt Div., Vega Industries, 
Inc., Dept: AL, Syracuse S N. He 


Fer: more data cirele No, 10 on coupon, p. 120 
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New Masonry Drill 

Rotrkore, a core-type, spiral fluted, 
carbide tipped masonry drill, is now 
available. Designed for fast, precision 
drilling in hard abrasive masonry and 
vitreous tile, Rotrkore has deep spiral 
flutes that are claimed_to insure posi- 
tive removal of dust and to prevent 
excessive friction and binding. Used 
in electric or pneumatic, slow speed 
rotary drills, Rotrkore is said to cut 
into masonry at a rate of up to six 
inches a minute. Star Expansion Bolt 
Co., Ine., Dept. AL, 147 Cedar St., 
New York 6, N » 


For more data circle Neo. 11 on coupon, p. 120 


New Model Folding Door 


The manufacturer announces Plas- 
tik-fold folding doors have been im- 
proved in operation by the use of an 
extruded aluminum track, and in ap- 
pearance by the inclusion of two-sided 
cornice fascias to cover hardware as- 
sembly. It is also announced that old 
customers may obtain the new tracks 
and fascias to convert present stocks 
into the new model at no charge. Re- 
verso Products Co., Dept. AL, 1333 
39th St., Brooklyn 18, N. Y. 


For more data circle No. 12 on coupen, p. 120 
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Aluminum Combination Door 

Schumacher’s new aluminum com- 
bination door is made of all %” ex- 
truded sections which have maximum 
wall dimensions. The door is also 
equipped with a heavy aluminum kick- 
plate styled in a distinctive leather 
grain texture. Glass and screen in- 
serts are interchangeable and the 
screen inserts are of rust-proof alumi- 
num wire cloth. The Schumacher 
aluminum combination door is deliv- 
ered with all necessary hardware and 
accessories. Schumacher Co., 
Dept. AL, Hartville, Ohio. 


For more data circle No, 13 on coupon, p. 120 





Power Saw 

Forsberg’s new Whiz-Saw, Model 
#2, is suggested for all sorts of 
building jobs, home repairs, boat 
building, etc. Said to cut with ease 
most materials up to two inch thick- 
nesses, as well as thin non-ferrous 
metals. The Whiz-Saw #2 is fur- 
nished with three blades and runs on 
115 volts, 60 cycles, AC or DC cur- 
rent. Forsberg Mfg. Co., Dept. AL, 
125 Seaview Ave., Bridgeport 1, Conn. 


For more data circle No. 15 on coupen, p. 120 





Safety Door Lock 


Small and compact, Door-Gard 
safety door lock can be installed per- 
manently or temporarily on any in- 
ward opening door. No screws—no cut- 
ting or drilling—no tools of any kind 
needed. Complete installation is ac- 
complished by placing the lock on the 
ery and closing the door. Grippers 

old the lock securely in position on 
the jamb. Dalbert Gard & Associates, 
Dept. AL, 2760 W. 8th St., Los Angeles 

5, Calif. 
For more data circle No. 14 on coupon, p. 120 
(continued on next page) 








BUILDING PAPERS 
SCREEN WIRE 


These automatic tackers save you time, 
money, and energy. One hand does the 
job. Staples are driven securely as fast 
as you operate tacker. Let Duo-Fast Tackers 
do your work for you. 


Free Service. You'll like the Duo-Fast Free 


Maintenance Service available to all Duo- 
Fast users. 


Rent ‘em — Loan ‘em — Sell ‘em 


Write today for the Duo-Fast Story. 


FASTENER CORPORATION 


860 Fletcher — Chicago 14 
SCREEN 
Rollers 


Convex Face 











Primarily -_ je n puting te 
ing into 
led we 330" are Fang 


Concave Face 











Standard 2” dia, 


For i spline into frame after 
screening has been ore 07, "V0, 
stock 


sizes 
125 and .170 width of face 
Flanged 













Standard stock size is 2° and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, COMM, U.S A. 


(For more data on advertised products fill in coupon om page 120) 101 





Vv Ready to vse. 


¥ Cannot warp 
or injure tile. 


v Fast tack, 
slow setting. 


V Tight, perma- 
nent bond. 


CONSUMERS GLUE CO 


MO 





strike 
back 
at 


ANCER 


man’s 
cruelest 
enemy 


GIVE 


AMERICAN 
CANCER 
® SOCIETY 
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(For more data on advertised products fill in coupon on page 120) 
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Fold-Away Tub Enclosure 

Called the Shower Maid, this unit is 
packaged as a do-it-yourself item. One 
of the outstanding features of Shower 
Maid is its fold-away action. Shower 
Maid incorporates a telescoping to 
header bar which affords complete ad- 
justability and permits installation in 
any recessed tub 56” to 66” in width. 
American Shower Door Co., Dept. AL, 
ono Cahuenga Blvd., Hollywood 38, 

alif. 


For more data circle No, 16 on coupon, p. 120 


Unique Fireplace 

Acorn offers a low-cost, easy way to 
provide a real wood-burning fireplace. 
The Acorn can be hung from the wall 
with a modern cantilever effect or it 
can be mounted on handsome black 
wrought iron legs. It requires only a 
six-inch flue. Package unit includes 
screen, andirons, damper and wall 
mounting hardware. Acorn Designs, 
Ine., Dept. AL, Concord, Mass. 


For more data circle No. 17 on coupen, p. 120 


Roltite Utility Adhesive 


Reynolds do-it-yourself aluminum 
and a wide variety of other materials 
can be bonded without clamps or 
presses with Roltite utility adhesive, 
announces the Midcontinent Adhesive 
Co. Bonding with Utility Roltite is 
said to be a three-step operation. You 
spread it on both surfaces, let it dry, 
and press the two surfaces firmly to- 
gether. Roltite Utility Adhesive is 
available in eight ounce, pint, quart, 
gallon and five gallon cans. Midconti- 
nent Adhesive Co., Dept. AL, Grove 
City, Ohio. 


Fer more data circle No, 18 on coupon, p. 120 


March 21, 


Plastic Strip 

A new low cost package is now 
available for sealing and waterproof- 
ing cracks. Under the trade name of 
Trim Seal, the package consists of 15’ 
of flexible, porcelain white, gloss, plas- 
tie strip claimed not to crack or craze; 
a bottle of waterproof adhesive; a 
brush for adhesive application and 
easy-to-follow instructions. Keller 
Products, Inc., Dept. AL, 3099 Vine 
Court, Cleveland 13, Ohio. 


For more data circle No, 19 on coupon, p. 120 





New Shana-Air Line 

Twenty-four different sizes of com- 
bination units in one complete self- 
contained cabinet for both heating and 
cooling are now available. The new 
line consists of two and three-ton air- 
cooled or water-cooled combination 
units either oil or gas-fired. These 
combination models include all heating 
and cooling controls, blower and motor 
for heating and cooling cycle, and a 
common top over heating and cooling 
plenum which contains factory in- 
stalled automatic dampers. Shana 
Manufacturing, Inc., Dept. AL, 188 
W. Randolph, Chicago, Ill. 


For more data circle No. 20 on coupon, p. 120 
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Grab Bag 
Now cleaning equipment is being 
offered in a plastic bag. Known as the 
Super-Cel assortment, it contains two 
oval cellulose sponges and one handi- 
grip shape, and a new specialty, Ams- 
co sponge cloth, the material that 
washes wet and wipes dry. All sponges 
come in different colors to match the 
kitchen’s decor. American Sponge and 
Chamois Co., Dept. RT-AL, 51 Ann St., 
New York 38, N. Y. 
For more data circle Ne. 21 on coupon, p. 120 
(continued on page 104) 
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A beautiful Pine Door 

combined with self-storing 
Aluminum Sash and Screens. 

A Screen Door or Storm Door 
simply by raising or lowering 
the Sash. Sash and Screens 
easily removable. Full length 
Screen Door for the hot summer 
months if you wish. 


For further particulars ask 
your Sash and Door Distributor 
or write — 


THE COMBINATION DOOR CO. FOND DU LAC, wis. 








SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 























This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No, 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 


6 ins. Write for HANDIBELT Bulletin No, AL-35. 


STANDARD CONVEYOR CO. 
General Offices 
North St. Paul, Minnesota 


Sales and Service in 
Principal Cities RAVITY & POWER 
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DENNING STOCKADE FENCE 


LOW COST, RUSTIC TYPE FENCE 


IN 25 Ft. ROLLS, READY TO ERECT! 


This is the rustic-type fence so much in demand 
today for use around patios and yards. Available 
in 5 and 6 foot heights in rolls of 25 feet. Easily 
erected with posts and stringers. 


Closely spaced palings of 2” x 1%" cedar, cypress or pine are wire 
bound to heavy galvanized wire. Palings weather to an attractive gray, 
making a handsome, low-cost fence. 


DENNING PICKET FENCE 


LOW GOST 
EASY TO ERECT 


Handsome and eco- 
nomical, made from 
pine or cedar pick- 
ets, securely woven 
with galvanized 
wire. Available in 3, 
3% and 4 foot 
heights in 50 ft. 
rolls, painted white, 
green or red. Write 
for complete infor- 
mation and prices. 


ILLINOIS WIRE & MFG. CO. 


P. O. Box 1396 
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Joliet, Hl. 


(For more data on advertised products {ill in coupon on page 120) 





QUALITY 
or PRICE? 


You Get What 
You Pay For! 


No. 710W-—Bigboy Deluxe 


LOCK 


SLIDING 
TIP 


You give your customers the convenience of left to right 
and right to left reading as well as two side to the blade 
printing, when you recommend the Master Bigboy 710W. 
Add to this, new double, self compensating tips, positive 
lever lock and universal replacement blade and you have 
the most convenient-to-use steel tape ever designed. You'll 
do your customers a favor, if you recommend, the BIG- 
BOY 710W. 


Retails for $3.25 


ae) By, eegepegene 
ag A Aston " BA Do ily ! ! 


Soe bee reat APE RULES | 
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Fiberglass Bath Enclosure 

A new-type fiberglass bath enclosure 
with sliding, lift-out doors has been 
announced, The doors are made of 
Dayeor reinforced fiberglass and 
framed in polished, extruded aluminum 
with a chrome-like finish. They open 
from either end of the tub and glide 
along a top-hanging V-shaped track. 
Nylon rollers give friction-free move- 
ment. The Daycor enclosure is de- 
signed to fit any standard recessed tub 
and can be installed with ordinary 
hand tools. Strick Plasties Corp., Dept. 
a 38th Ave., Long Island City 
h, ee Be 


Por more data circle No. 22 on coupon, p. 120 


New Sander-Polisher 

Net weight of this new seven-inch 
sander-polisher is 6% pounds while 
the overall length of the tool is 
7-5/16". It is supplied with 6%” rub- 
ber backing pad, polishing pad, three 
sanding discs (coarse, medium and 
fine), reversible side handle, clamp 
washer, three-conductor cable and 
plug, instant release trigger switch 
that can be locked ON, and a 115-volt 


Black & Decker-built universal motor 
for operation on AC or DC. The Black 
& Decker Mfg. Co., Dept. AL, 600 E. 
Pennsylvania Ave., Towson 4, Md. 

For more data circle No. 23 on coupon, p. 120 





Adjustable Louver 

A new adjustable aluminum gable 
peak louver, featuring large free area 
at every pitch from 4-12 through 12- 
12 has recently been introduced. Made 
in a wide range of sizes, Leslie ad- 
justable louvers’ unique integral unit 
design is said to provide quick, easy 
installation. Made of aluminum, with 
aluminum screens. Leslie Welding Co., 
Inc., Dept. AL, 2943 West Carroll 
Ave., Chicago, III. 
For more data circle No. 24 on coupon, p. 120 





Trellises and Fences 

Introductory assortment, known as 
the Concord Starta Pack, includes six 
fan trellises, six upright trellises, 24 
fence sections (12” x 36”), and four 
25’ lengths of 16” high wood and wire 
roll fence. Items are part of complete 
line of trellises, arbors, and fences 
available. Made of California redwood 
and Western red cedar, finished in 
durable white paint. Concord Wood- 
working Co., Inc., Dept. AL, West 
Concord, Mass. 
For more data circle No. 25 on coupon, p. 120 


New Compound 

A new sealing and waterproofing 
compound is supplied in the form of 
a paste which, when subjected to the 
action of a setting agent, turns into 
a hard mineral-like substance of un- 


(continued on page 106) 
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English Type 
RAIL and HURDLE 


SCREEN TYPE PICKET 
FENCE shown in catalog. 











USE 
OKOMO 
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for ASBESTOS SIDING 








EVERY MANU- 


ASBESTOS SIDING 


COLORS 
TO MATCH 


FACTURER’S 


MADE OF 
ALUMINUM 





LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 





Send for Full De- 
tails, Somples and 


BUGHER MFG. CO. | 


211 S. Main Street, Kokomo, Ind. 





Prices 


Write for 
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=D Porter, like thousands of businessmen, has found that a National System 





MR. EDWARD PORTER JIR., 
Owner, explains below 
how time saved and in- 
formation supplied by 
a National System 
brought his company 
extra profit. 





is a profitable investment in time and money saved, extra profit earned. 





PLEASED Customer at Ed Porter’s appreciates the businesslike manner with which transactions are handled. 


“Our Modern Cahonal System 
saves us *840 a year... 


pays for itself every 10 months!” 





“Our big benefit from installing a 
National System,’’ explains Mr. 
Porter, “is the time we now save. 
Because our National System pro- 
vides us with sales classification data 
and bookkeeping information, we now 
save three hours daily in balancing 
cash and getting sales information. 
“And the time saved also means 
salary saved. Our National System 
saves us $840 a year formerly ex- 
pended on bookkeeping work. This 
means, of course, that the system 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


—Ed Porter Lumber Company, Garden City, Kansas 


pays for itself every 10 months. 
“When you also consider the cus- 
tomer good will our National System 
builds, with item-by-item indication, 
plus elimination of mistakes in addi- 
tion, you can see why we are so well 
pleased with it. We look upon it 
as a profitable investment.” 
Investment is the right word for a 
National System. Not only does it 
soon repay its cost, but it continues 
yearly to return that saving as hand- 
some extra profit. For complete in- 


949 OFFICES IN 94 COUNTRIES 


BuILDING PropucTts MERCHANDISER 


(For more data on advertised products fill in coupon on page 120) 


formation on how a National System, 
specially adapted to meet the needs 
of your business, can save you time 
and money—we suggest you call your 
nearby National representative. His 
number is in the yellow pages of your 
phone book. 
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NEW PRODUCTS 
(begins on page 98) 





usual strength. A single application 
to basement walls will seal them per- 
manently and eliminate seepage, re- 
orts the manufacturer. Trade named 
ermagile, the compound can be ap- 
ee by most of the usual methods. 
ermagile Corp. of America, Dept. 
AL, 32-14 Northern Blvd., Long Island 
City 1, N. Y. 


For more data circle No. 26 on coupon, p. 120 





Screen Door Latch 

Kwikset has announced the availa- 
bility of a new steel and brass screen 
door latch. The new Kwikset screen 
door latch No, 4140 is said to be easily 
installed without mortising for strike 
or latch face and is adjustable for 
doors %”" to 1%” thick. It is available 
in all popular finishes. Kwikset Sales 
& Service Co., Dept. AL, 516 East 
Santa Ana St., Anaheim, Calif. 


For more data circle No. 27 on coupon, p. 120 





Rotary Power Mower 

An 18” rotary model powered by a 
four-cycle Briggs & Stratton engine 
has been introduced. This mower has 
the side-trimmer feature. Equipped 
with a 1.6 hp engine with retractable 
starter, the mower takes the grind-a- 
leaf attachment for pulverizing leaves, 
and is adjustable to several cuttin 
heights. Bolens Products Div., Food 
Machinery and Chemical Corp., Dept. 
AL, 356P South Park Ave., Port 
Washington, Wis. 


For more data circle No. 28 on coupon, p. 120 


Viny! Plastic Paint 

A vinyl plastic base paint that can 
be thinned with water, yet claimed to 
be highly resistant to water and 
weather when applied, is now being 
manufactured and marketed. Known 
as T.V.P. (Tamms Vinyl Plastic), the 
new paint beautifies and protects ma- 
sonry, brick, concrete, and is especial- 
ly recommended for use on een 
plaster, asbestos shingles, and black 
asphalt. T.V.P. comes in six pleasing 
colors and white, in gallon and quart 
cans. Tamms Industries, Inc., Dept. 
Abe 228 N. La Salle St., Chicago 1, 


Fer more data circle No, 29 on coupen, p. 120 
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Wascolite Hatchway 

Wasco Products is introducing a 
new prefabricated building product 
claimed to provide daylighting from 
above plus access to the roof. This 
new unit, the Wascolite hatchway, 
admits natural daylight through an 
acrylic plastic dome. The dome is 
raisable to permit access to the roof. 
The Wascolite Hatchway can be in- 
stalled on either flat or sloping roofs. 
Wasco Products, Inc., Dept. AL, 93P 
Faweett St., Cambridge 38, Mass. 


For more data circle No. 30 on coupon, p. 120 
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Tubular Steel Handles 

Availability of tubular steel han- 
dles as optional equipment on eight 
woodworkers’ vise models is an- 
nounced. The vises are customarily 
furnished with hard wood handles, but 


no extra charge will be made for steel. 
The new handles are made of %” 
diameter stock. Vises on which the 
new steel handles can be specified are 
Woodworkers’ models 1R-9R-1RD- 
9RD-5C-3C-5CD-3CD. Columbian Vise 
& Mfg. Co., Dept. AL, 9018 Bessemer 


Ave., Cleveland 4, Ohio. 
For more data circle Ne. 31 om coupon, p. 120 








Glass Cutting Board 

This new glass cutting board 
(GB2-A) is vertically constructed and 
cuts panes up to 36” x 36” square. 
Cutting does not require use of manual 
glass cutter as in previous models. To 
operate, glass is inserted in the frame, 
the cutting handle is pulled, and the 
glass is quickly and accurately cut. 
Constructed entirely of metal. Red 
Devil Tools, Dept. AL, Irvington, N. J. 


For more data circle No, 32 on coupon, p. 120 


(continued on page 108) 
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swers, see page 108. 


customers: 25%, 50% or 75%? 
4. What is a Malt-A-Matic? 


nailed, bolted or glued? 


10. What is Brixment? 











| What's YOUR Answer? 


Why not use this regular quiz as a sales training aid to help 
make sure your employes remain well informed. For the an- 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
1. What percentage of yard activity is generally attributed to 
materials handling: 50%, 80% or 95%? | 
2. Who makes Balsam-Wool and Nu-Wood? 


3. What percentage of home sales made by the Wright-Bachman 
Lumber Company's home planning department go to sweat-equity 


5. On the average, which type of house roof truss is strongest: 


6. Who makes Duo-Matic aluminum windows? 


7. Name three ways you can promote lawn and garden sales to 
the commercial-institutional market. 


8 Who offers you “Wolmanized pressure-treated pine”? 


9. FHA regulations dealing with exterior stairs and porches can 
help you sell what decorative, functional product? 
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SLEraniD BY BUILDING INDUSTRY 
AND DO-IT-YOURSELF HOMEOWNERS. 


Cun TACKERS Model No. T-50 
Uses 1/4",3/8", 1/2", 9/16" 
T-50 wedge-pointed staple sizes 
illus.) .050 wire. 
price: 12,00 


Model No. T-32 
Uses 3/16", 1/4", 5/16" 
tack-pointed staple sizes 
032 wire. 

price: 9.50 


Model No. HT-50 
Uses 1/4”, 3/8", 1/2” 
wedge-pointed staple sizes .050 wire. 


price: 16.50 


write for catalog 
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SCHUBERT 


PICKET 
CUTTER 


Turn those odds and ends of lumber into 
and profits! The Schubert Picket Maker points 200 
to 250 pickets pox es « . smooth finish . . . ad- 


justable for width Light-weight and portable (38 
Ibs.), yet rugged and durable for years of service. 
Anyone can operate . . . prompt delivery. 


Write Us For Complete Information! 





H. A. SCHUBERT CO 


yas 
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.. THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


Builders and Contractors like Unitop because 
its simple installation cuts costs, Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined. And it comes in 3 stand- 
ard lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 
requirements of any kind. 

Homeowners like Unitop because it’s a practical 
“do-it-yourself”, counter-top package available 
with all necessary accessories, And factory join- 
ing of MICARTA® to plywood assures proper 
alignment .. . a permanent bond ; . . a lastingly 
carefree counter surface. 


Ask your United States Plywood Corporation 


representative for details, or simply use the 
coupon below, )-06567 


Westinghouse 


@ micarta 


UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and US. ~MENGEL PLYWOODS - INC 





distributed by 





United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan. 


Nome 


Address 





AL-3-21-55 
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Adjusto Shower 


The newly designed and engineered 
Queen Mary Adjusto Shower features 
an exclusive arm that swings down 
to any position—mixes hot and cold 
water and puts the water where it is 
wanted, Shower head design allows 
full stream for tub filling or adjust- 
ment to fine needle spray. Milwaukee 
Faucets, Inc., Dept. AL, 370 E. Reser- 
voir Ave., Milwaukee 12, Wis. 

For more dete circle Ne, 33 on coupon, p. 120 





Electrician's Tool 


An electrician’s tool, adapted for the 
home worker, is said to enable any- 
one to do a professional-like job mak- 
ing electrical connections. It crimps 
solderless terminals and connectors; 
it splices, cuts and strips wire, In- 
cluded with each tool is a kit of ter- 
minals, connectors and _ insulators. 
Thomas W. Berger, Inc., National Dis- 
tributor, Aircraft Marine Products, 
Ine., Dept. AL, 1300-R American 
Bldg., Cincinnati 2, Ohio. 


For more data circle No. 34 on coupen, p. 120 





Roe Steel Tape Measure 


New 50’ Roe white tape No. 950 is 
offered as a spring special. Outstand- 
ing features are its high chrome plated 
welded steel case with roller mouth 
piece and the Epon white coated 
spring steel tape. The uations are 
in feet and inches. Weight 12 ounces. 
It is packaged in a window Sapley box. 
Justus Roe & Sons, Inc., Dept. LI-AL, 
Roe Court, Patchogue, N. Y. 


Por mere data circle No. 55 on coupon, p. 120 
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Four for Less Than One 


Republic Steel Kitchens has an- 
nounced a four-for-less-than-one spe- 
cial, designed as a compact and effi- 
cient multi-purpose sink center. In- 
cluded in the sale price are a Ham- 
ilton Beach electric mixer, a Republic 
pop-up mixer shelf, and a Schaible 
single-lever mixer faucet. Republic 
Steel Kitchens, Dept. AL, E. 11th St. 
& Belden Ave., Canton 5, Ohio. 


Por more data circle No. 36 on coupon, p. 120 


New Primer 


Moisture-proof adhesive bonds on 
glass, porcelain and other ceramics are 
now possible with a unique new 
primer. Called J-1190 Primer, the new 
product is claimed to make possible 
bonds that withstand high humidity 
and even immersion in boiling water. 
Armstrong’s new primer is said to 
eliminate this cause of bond failure by 
keeping ceramic surfaces from hydrat- 
ing. Armstrong Cork Co., Dept. AL, 


1010 Concord St., Lancaster, Penna. 
For more data cirele No. 37 on coupon, p. 120 





What's YOUR Answer? 


Solution to 
questions on page 106. 


1. 80%. The American Lumber- 
man’s exclusive series of articles on 
materials handling problems starts in 
this issue on page 45. 

2. Wood Conversion Company, 
whose ad is on pages 26 and 27. 

3. 75%. Full facts on the smooth 
functioning of this dealers’ home plan- 
ning department will be found in the 
article on page 50. 

4. Wood window made by Malta 
Manufacturing Co. The ad is on page 

3. 
5. Glued (with small nails used 
only to hold members together until 
the glue sets). A new system of fabri- 
cating nail-glued trusses is described 
in the story on page 56. 

6. The Weather-Proof Co., whose 
ad is on pages 70-73. 

7. 1. Have the manager call on at 
least one commercial or institutional 
establishment per day, 2. Have indoor 
salesmen call on them on their way to 
or from work, 3. Cover them by tele- 
phone and direct mail. To help boost 
your lawn and garden sales this sea- 
son, be sure to study the article on 
page 66. 

8. Frost Forest Products Division 
of Olin Mathieson Chemical Corpora- 
tion. The firm’s advertisement on 
page 85. 

9. Wrought-iron railings. To learn 
how the new regulations can help you 
increase your sales of this product, see 
page 74. 

10. Mortar made by the Louisville 
Cement Company, whose ad is on the 
back cover. 























Musi-Kom System 

The development of a new, built-in 
radio - music -intercom system for 
homes has been announced. Called 
Musi-Kom, it is comprised of one mas- 
ter unit and five speaker substations. 
The master units come in four fin- 
ishes and contain an AM radio re- 
ceiver, speaker and controls and a 
pene jack to enable phonographs to 

played through the system. Home 
Music Systems, Inc., Dept. AL, 646 
Madison Ave., Memphis, enn. 


For more data circle No, 38 on coupon, p. 120 





Whirl-ette Sprinkler 

Yardley Plastics Co. has announced 
an underground lawn sprinkling sys- 
tem at a lower price. Yardley is mar- 
keting it under the trade name, Whir!- 
ette. A gonmaee unit, the kit includes 
50’ of Yardley Clear-Stream Pressu- 
Rated polyethylene pipe, two brass 
pop-up rotating sprinkler heads, fit- 
tings and attachments, and a %” 
socket wrench. Illustrated instructions 
and plan diagrams are enclosed. 
Yardley Plastics Co., Dept. AL, 142 
Parsons Ave., Columbus 15, Ohio. 
For more data circle No, 39 on coupon, p. 120 





Chain Door Fastener 


Development of a new, solid brass 
chain door fastener has been an- 
nounced by Baldwin. The new fasten- 
er, Baldwin No. 430, is immediately 
available in all standard finishes. It 
is attractively and conveniently pack- 
aged, with screws, for ne and easy 
installations. Baldwin Manufacturing 
Corp., Dept. AL, 1290 Central Ave., 
Hillside, N. J. 


For more data circle No. 40 on coupon, p. 120 
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ow! Sell Weldwood Glues 
~ the way supermarkets sell soap! 


a It’s a proven fact: 
MASS DISPLAY LIKE THIS WILL 


JUMP YOUR WELDWOOD SALES! 
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Two great new glues say “Buy Me” 
They'll buy, if you remind them! New Weldwood CONTACT 
CEMENT bonds without clamps! New Weldwood 
PRESTO-SET* Glue bonds in minutes! And they always need 
“old reliable” Weldwood PLASTIC RESIN Glue. 


A market for all the sizes 
Householders need the small sizes —“do-it-yourselfers” and “pros” 
go for the large sizes. You'll sell 'em all if you display them. 


“What are you making ?”. . . makes sales 

Ask this friendly question, and then suggest the correct Weldwood glue. 
There’s a Weldwood Wizard for every purpose! Thus the new 
Weldwood Contact Cement enables you to cash in on the widespread 

















All the advertising material you 
need to set up exciting, appealing 
displays! Counter cards on all 
products; informative leaflets; 
how-to-do-it information; display 


demand for an easy-to-use way to apply Micarta, Formica and other laminates, suggestions! Also ad mats. 

Biggest national ad campaign yet Write today for information! 

Big, interesting, factual ads in a long list of national magazines, month 

after month, year after year — including Saturday Evening Post, UNITED STATES PLYWOOD CORPORATION 
Popular Mechanics and many others — plus ads in trade magazines New York 36, N. Y. 


selling your industrial customers. 


and 
Sell them these Wood Finishes, too U.S.-MENGEL PLYWOODS, INC. 
Wuire Firzire,® for blond or pickled finishes on any wood, and as an Louisville 1, Ky. 
undercoat on fir plywood paint jobs...CLeaR Firzire, kills that e 
wild grain on fir plywood stain jobs . . . Satintac,® for that modern 


Branches in Principal Cities — 
Distributing Units in Chief Trading Areas 
*TRADE MARK 
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natural wood finish on any wood. 






















PUSH IT NOW...screening made of 
featured by Dave Garroway, 
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EDWARD R. MURROW SELLS 
ALUMINUM SCREENING 
FOR YOU! 


Aluminum screening will be fea- 
tured on Edward R. Murrow’s 
“See It Now,” one of America’s 
| top-rated TV shows, over CBS-TV. 










HHH 


110 (For more data on advertised products {ill in coupon om page 120) March 21, 1955, AMericAN LUMBERMAN AND 

































































Sateeccces 















































t 
T 
t 
1H 
t 
4 
T 
Tt 




















jh 























eat 
east 
ae 

peasant 


; 
+ 
Tit 
iit 
+ 


++ 














Tit 
} 


+++ 















































































































































1 
een 


‘Ses 
+ 
/ 




































































it (See eee e086 ee oo SESESES! 
+ 
he > 
‘a 
+ 
1 Pea! 
L it it 
en 
Tt 
1 
TT 
+ 
ii 
7S 
Litt 
i 
4 
! 
++ 
+ 
++ 
esesessesenrs: 
Lit 
TY 
Ranananand 
b+ +++ 
t+ +++ 
+++ 
++ 


ALCOA Aluminum, 
Star of 
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Right Now 
Dave Garroway 
is selling for you 
on NBC-TV “today” 


- Life 
- “See It Now’—CBS-TV 
- House & Garden 
- House Beautiful 


will also be selling your customers 
screening made of ALCOA Aluminum 


ORDER NOW! 
GET YOUR SHARE 
OF THE PROFITS... 


Screening made of ALCOA Aluminum is produced by: 


Alabama Wire Company, inc. 
P. O. Box 562 
Florence, Alabama 


American Screen Products Company 
807 Northwest 20th Street 
Miami 37, Florida 


American Wire Fabrics Corporation 
Colorado Fuel & Iron Corporation 
Mount Wolf, Pennsylvania 


Chase Brass & Copper Co. 
80 Lafayette St. 
New York 13, New York 


Clinton Wire Cloth Company of 
Clinton, lowa 

1952 Seaman Street 

Clinton, lowa 


Cyclone Fence 

American Steel & Wire Division 
U. S. Steel Corporation 
Waukegan, Illinois 


Dixie Screen & Wire Products, Inc. 
Florence, Alabama 


The Gilbert & Bennett Mfg. Co. 
600 Miller Avenue 
Georgetown, Connecticut 


Hanover Wire Cloth Division 

Continental Copper & Steel 
industries, Inc. 

Hanover, Pennsylvania 


Heilig Brothers Co., Inc. 
York, Pennsylvania 
The C, O. Jelliff Mfg. Corporation 
122 Pequot Avenue 
, Connecticut 
Keystone Wire Cloth Co. 
Hanover, Pennsylvania 
New York Wire Cloth Company 
York, Pennsylvania 
Pacific Wire Products Company 
P. O. Box 350 
Compton, California 
Pennwoven, Incorporated 
70 East 45th Street 
New York 17, New York 
Phifer Alveniosm Screen Company 
T i 
Spargo Wire Company, Inc. 
255 East Railroad Avenue 
Rome, New York 
Standard Wire Cloth & Screen Co. 
York, Pennsylvania 
Whitehead Woven Wire Co., inc. 
Snapping Shoals 
Covington, Georgia 
Wickwire Brothers, Inc. 
Wireworks Street 
Cortland, New York 


Wire Products, inc. 
Hartwell, Georgia 
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When you 
need a 

check list 

for ‘package 


selling’... 


To quickly lay 
your hands on a 
list of the mate- 
rials that go into a 
building package 
.. . Such as an 
added bathroom, 
bedroom, kitchen, 
recreation room, 
or garage... 
consult the new 
‘‘End-Use Pack- 
age’’ Selling 
Guide, an exclu- 
sive feature of the: 
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Hardboard Display 

Designed to stimulate sales of hard- 
board by dealers, the new Celotex per- 
forated hardboard display can be used 
effectively on a wall, counter, floor 
island, or in a window. Prominently 
displayed are folders giving instruc- 
tions on do-it-yourself projects. Other 
folders provide information on the 
varied uses of Celotex perforated 
hardboard. The display features an 
assortment of metal hanging fixtures. 
The Celotex Corp., Dept. AL, 120 So. 
La Salle St., Chicago 3, Il. 


For more data circle No. 41 on coupen, p. 120 





The Hornet 100 

P & C’s newest tool merchandiser, 
the Hornet 100, displays one or two 
each of 100 different top quality hand 
tools. The new Hornet 100 is light- 
weight, portable, and is only 30%” 
high and 20%” in diameter. It has a 
nine-inch flashing beacon on the top. 
Tools include: chisels, pliers, punches, 
screwdrivers, snips, adjustable 
wrenches, pipe wrenches, box wrenches 
open end wrenches, screw extractors, 
and %” drive sockets and attachments. 
P & C Hand Forged Tool Co., Dept. 
AL, Box 5926, Milwaukie P. O., Port- 
land 22, Ore. 
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Wood Window Unit 


Because of increasing demand for 
its newest window unit, the Malt-a- 
Vent, the Malta Manufacturing Co. has 
announced it is now manufacturing 
this unit in 15 sizes. These windows 
can be obtained in sizes ranging from 
the small 2°7” x 1'8” window to the 
large, picture-type window measuring 
4'1" x 4'7”. The Malt-a-Vent is also 
being manufactured with a bar opera- 
tor installed as a standard part of the 
window hardware. Malta Manufactur- 
ing Co., Dept. AL, Malta, Ohio. 
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Mobile Salesmaker Display 

The basic structure of this display is 
formed with an actual piece of Cres- 
line pipe. It can be hung from any 
overhead position and eliminates the 
need for valuable counter space. Cres- 
line pressure tested flexible plastic 
pipe is measured and marked for 
easier handling. Crescent Plastics, 
Inc., Dept. AL, 955 Diamond Ave., 
Eecneviile, Ind. 

For more data circle No. 44 on coupen, p. 120 
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Minnhue Color System 
Shingle, Shake and House Paint, 
newest product of Minnesota Paints, 
Inc., is said to be a high quality, low 
gloss finish produced especially for the 
new Minnhue color system. The new 
Minnhue system, designed to save 
dealer space, is said to keep inventories 
low and turn over rapidly, contains 
165 exterior colors, 19 porch and floor 
shades and 294 interior colors. Minne- 
sota Paints, Inc., Dept. AL, 1101 So. 
3rd St., Minneapolis, Minn. 
For more data circle No. 45 on coupon, p. 120 
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Merchandising Aids 

American Screen Products Co. is in- 
cluding free merchandising aids with 
initial orders of ite new Homeshield 
easy-to-make aluminum screen kits. 
Top offers are the floor-type self-mer- 
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chandisers which come in two sizes and 
are designed to hold and help sell the 
Homeshield Kits. Five kit sizes fill 
every size requirement. The corru- 
gated merchandiser will hold 28 full 
and sliding half-screen kits. The per- 
manent wire rack merchandiser will 
hold 48 full and sliding half-screen 
kits, and each has a free sample screen 
attached. American Screen Products 
Co., Dept. AL, 807 N.W. 20th St., 
Miami, Fla. 
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New Bolt Case 

An all-steel display case occupying 
less than 4% square feet of floor space 
was recently announced. The case, 
coming with a supply of 61 different 
sizes of standard bolts, is finished in 
baked-on enamel. All trays are tipped 
so that the contents are visible and 
easy to reach. Gary Screw & Bolt Div., 
Pittsburgh Screw & Bolt Corp., Dept. 
AL, 122 So. Michigan Ave., Chicago 
3, Il 
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New Siding 

Unusually thick butt edges and deep 
grain engraving that produces a 
darker shadow are combined in new 
Grain-Tone and Grain-Lap asphalt 
siding according to its producers, Edco 
Products. The new siding was devel- 
oped, the company reports, to produce 
greater economy by cutting waste in 
application. Both Grain-Tone and 
Grain-Lap siding are available in a 
wide selection of colors. Both sidings 
come in 48” long panels and are 10” 
wide to the weather when installed. 
Edeo Products, Inc., Dept. KP-AL, 
Hopkins, Minn. 
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Matching Bathroom Set 

Five basic bathroom accessories 
have now been grouped in one self- 
selling gift package by the Autoyre 





but costs much less! 


Get Full Details 
Tedoy; Write or 
Phone... 











Your institutional customers will go for the 
savings offered by Diamond Hard “Gymnasium 
Grade” maple flooring—and its beauty, too. 
50% or better Ist grade blended with second 
grode creas, it performs as well as Ist grade— 


J. W. WELLS LUMBER CO. 


Phone 3633 - 


6400 @ MENOMINEE MICH 








GYMNASIUM 
GRADE 
FLOORING 














Co. Complete set includes four lustre 
chrome fixtures, wall soap dish, toilet 
tissue holder, 18” towel bar, and tum- 
bler and toothbrush holder, plus a sil- 
vered tumbler. The Autoyre Co., Sub- 
sidiary of Ekeo Products Co., Dept. 
AL, Oakville, Conn. 
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Reel-Package Combination 
Triangle Conduit & Cable Co. an- 
nounces that its flexible plastic pipe is 
(continued on next page) 


FREE DISPLAY 
MERCHANDISER 





ad, LEVER TYPE 
PROFITS, OOR HOLDERS 


The Only door holder with remov- 
able and replacoatie Sod rolatorend 
Rubber Shoes 


A Type and Size for yoo Door 
Popularly Priced 
OVER A MILLION USERS 


GRAND SPECIALTIES CO., Dest. 15, Chicago 22, HII. 








Pallet 






For Bagged 
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A | C 0 HAND—TRUCK 





Goods, Shingles, 
Case Goods 

TILT TRUCK up onto nose plote wheels 
for running under or ovt beneath the pal- 
lets. A light pull will tilt up te 1000 Ibs., 
loads into perfect-balance rolling position. 


SATISFACTION GUARANTEED! If not sot 
isfled after 10 day trial, 
for your money beck, 





DOUBLE YOUR INCOME from 
your newspaper advertising by 
wsing ovr cartoons. More peo- 
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return truck(s) 














UNDER Send price and literature to: 


Firm 
Address 
By 


City 





ANTHONY TRUCK CO., Paducah, Ky. 
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to insist on PLANSI"’ 





‘| ple read cartoons than other 
style ods -—— you build more 
goodwill, FREE copy ideas 
SAVE your time. Hundreds of 
deciers have veed our cartoons 
since 1947 with good results. 
Mats in ONE or TWO column 
sizes to fit any size ad, Ex- 
clusive city franchises going 
fast. Write todey for FREE 
proots of cartoons and full in- 
formation to: 


LIL-AD FEATURES 
Box 167, Long Beach, Collf. 











State 
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now coiled on a disposable 9 
age combination. Among the advan- 
tages claimed by the amiecuwer for 
this rugged cardboard kage are: 

1. Longer lengths help to eliminate 
tag-end short pieces. 2. "the pipe can 
be pulled off the reel easily and quickly. 
3. The reels are designed to stack 
compactly. 4. They protect the ee 
from mechanical damage durin 
ment, Triangle Conduit & Cab ble C Co. 
Inc., Dept. AL, New Brunswick, N. J. 
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Plysculpture 

ts originator, 
calls 
—e and 


Donald B. Brann, 
it Plyseulpture because the 
decorative effects are 
achieved by routing out designs from 
the surface of hardwood plywood. 
Landscapes, figures and murals are 
etched into the plywood by end 
following a full-size pattern. it 
the full-size pattern, the tools and 
materials required are a hardwood 
plywood panel and a small electric 


routing tool. Easi-Bild has established 

a special division to handle custom de- 
signs for Plysculture. Full-size pat- 
terns covering wail murals, pictures, 
wall squares, door plaques ‘and land- 
scapes are available. Easi-Bild Pat- 
tern Co., Dept. AL., Pleasantville, 
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ROOF TRUSSES 
(begins on page 56) 





serious damage is done. Thus, 
nailing can be done at a rapid rate. 
The most important point in nail- 
ing is that hard driving is neces- 
sary. The nail heads must be 
buried. 

The university staffs pointed out 
that the system of nailing for nail- 
glued trusses lends itself ideally 
to nailing and stapling machines. 
Minimum length for a staple used 
with one machine is 14%"; mini- 
mum length for a saw-tooth nail 
(powercleat) used in a different 
type machine is 1 7/32”. 


TRUSS HANDLING: the glue is 
still plastic up to an hour after 
nailing. During this first hour, the 
trusses can be handled and stacked 
for final curing. The trusses should 
be stacked with the use of dun- 
nage. 

After the stacking is completed, 


the trusses must be left alone for 
a 24-hour curing period. After 
this, they are ready for use. 

The following bulletins covering 
the nail-glued truss systems are 
available from Purdue University, 
Agricultural Experiment Station, 
Lafayette, Ind.: “Design of Nail- 
Glued Plywood Gusset Plates and 
Solid Wood Splice Plates for Soft- 
woods,” bulletin 613. “A Spreader 
for Use in Structural Nail-Gluing,” 
bulletin 408. 

The following working-data 
sheets are available from the Uni- 
versity of Illinois, Small Homes 
Council, Mumford House, Urbana, 
Ill.: “Nail Gluing of Roof Trusses 
and Frames,” price 25¢, and “Ply- 
wood Web Roof-Frame,” price 25¢. 


NOTE: The glue spreader de- 
vice pictured and described in this 
article is available commercially 
at a cost of about $30. For the 
manufacturer’s address, write 
American Lumberman, 139 N. 
Clark St., Chicago 2, Ill. Please 
refer to the date of this issue and 
the page number. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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Highest Quality purrs 


Lowest Prices! 


Compare... 
your present costs 




















BUSS No. 41 PLANER 












PERFECT CHOICE FOR 
LUMBER YARDS 


with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


and SMALL SHOPS! 




























A Meium size, wedge-adjusted planer 
which is widely used in nearly ail 
phases of the wood-working industry. 
d with sectional feed roll, sec- 





























PRICE (NET) 
Size FINISH PER BOX PER PAIR tional chip-breaker and four driven 
“ Trass Plated, Loose T Pr. with rolls which permit planing pieces of 
3 x3 varying thickness without danger of 
Pin, Ball Tip Butts screws. S$ .34 kick-back. Has built-in knife 
3Y, Wy EVA “ Wass Plated, Loose 1 Pr. with grinder, variable speed, in- 
a . oe rte Tip at —— .25 stantaneeus control of lower 
bd ° me Coe Loose | Pr. with rolls, insfantaneous mi- 
3, a 3'/2 Pin, Button Tip Butts. sree. 25 crometer control "ol 
bd Nickel Plated, L 1 Pr. with pressure bar, shear! 
3, x i Pin, Button Tip Butte <a, .75 nee and other “i 
Wi " Brass Plated, Loose 1 Pr. with highly ra 
Ge incall Tip Butts cereus. .47 features. | Sturdy, 
rw wv Prime Coated, Loose 1 Pr, with semi-stee! Cas 
* «4 Pin, Button Tip Butts. _ screws. 47 frame. Capacity: 





J 1 Grass Plated, Loose Pin, | Pr. with 
4 x4 Button Ti Tip TEMPLATE. eres. ‘QM Aw 65 

















" " Nickel Plated, Loose 1 Pr, with : 
4 x 4 Pin, Button Tip Butts. screws .90 pone od haa 
2V/, a 2\/ " Zinc Plated, Tight 6 Pr, with 29 for descriptive 
2 a Pin, Rivetted. screws. ° bulletin—No. 54. 
3" ve Zine Plated, Tight 6 Pr, with 
3 a 3 Pin, Rivetted. screws .33 





ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 


MAIL OR PHONE YOUR ORDERS TODAY! 


Moncteemres Ae wes Ow 
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SEWARD HARDWARE & METALS CO. MACHINE WORKS 


238 EIGHTH ST., HOLLAND, MICHIGAN 
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Time To Improve Your Home 


Get busy and stert your Fall Fix Up Program. 
Improve your home from roof to basement, 
inside and out, Re-roof, reside, insulate, add 
storm sash and storm doors, modernize the 
kitchen and bath. All of those plans can be 
carried out by you with our materials and sd- 


vier 





p ino telephone 2-1965 for a FREE estimate 


ASK ABOUT OUR BUDGET PAYMENT PLAN 


L. C. ANDREW 


LUMBER AND BUILDING MATERIALS 


Sales Office Mein Office 
187 Brighton Ave. PH ONES Se. Windham, Me, 
Portiand 2-1968 Portiand 





TWineoks 2-673) 








SAMPLE DISPLAY AD run by L. C 
Andrew on the building page of Port- 
land (Me.) Sunday Telegram. 





REMODELING CONTEST 
(begins on page 52) 





Whitney themselves; hired labor 
amounted to $899.88. 


Whitney attributed a good deal 
of the credit for the low cost of 
the project to the 10-inch circular 
saw, 12-inch planer and belt sand- 
er equipment in his home work- 
shop. Lumber scraps were used to 
build a knotty pine desk, built-in 
drawers, cupboards and end tables. 


Within the next five years, Whit- 
ney says he plans to redecorate 
two bedrooms, black-top the drive- 
way, build an outdoor fireplace 
and landscape the lawn. 


The exterior of the house was 
rebuilt in keeping with the early 
1800’s in which it was originally 
built. 


Home lending to veterans in the first 11 
months of 1954 totaled $3.7 billion, almost 
$! billion more than in the same period of 
1953, and in excess of the $3.6 billion loaned 


UWFKIN WHITE CLAD 


BS _8 © 


Snow- Abe anane line 
in a strong feather. 
weight case, 


MEZURALL 
W926 — 6 ft. $ .98 
w928 — 86 ft. 1.19 
W9210 — 10 ft. 1.49 
W9212 — 12 ft. 1.89 


KO 
=] 


DISPLAY MATERIAL 
Easels, shelf cards, etc. 
ore yours for the 
asking. 


SUPER MEZURALL 
Rugged ¥%" wide line, 
marked feet and inches, 
consecutive inches, 


SUPER MEZURALL 
W9310 — 10 ft. $2.39 
W9312 — 12 ft. 2.89 


NATIONAL 
ADVERTISING 
National and trade 
publications pre-sell in 
over 30 million homes. 


"oe 
Long wearing white 
line with attractive vinyl 
covered steel case. 


All white clad items 
packed in brilliantly 
colored display cartons 

. individually boxed 
in reusable plastic 
boxes illustrated below. 


BANNER 
HW220-—-~ 25 ft. 
HW223—- 50 ft. 
HW225—- 75 ft, 
HW226—-100 ft. 


LOCAL ADVERTISING 
Envelope enclosures, 
handout pieces, news- 
paper mats, radio 
scripts available. 


To Build Your Sales 


iT PAYS TO SELL [uFK JN TAPES + RULES + PRECISION TOOLS 


ORDER THEM FROM YOUR HARDWARE WHOLESALER 


in the entire year of 1951, the previous peak 
year for Gi loans, the United States Savings 
and Loan League reports. 


THE LUFKIN RULE COMPANY, Saginaw, Michigan 


132-138 Lafayette $t., New York City * Barrie, Ont, 
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New Line of Trucks 


A new line of trucks, equipped with 
non-mar and easier operating stair 
glides, has been announced by the man- 
ufacturer. Of all dauivleaie welded 
tubular steel with choice of single or 
double handles, and open or solid plate 
noses in 5”, 7” or 9” lengths. Frame 
size — 14 x 47” high with choice of 
6" or 10” roller bearing, semi-pneu- 
matic rubber tired wheels for both out- 
door and indoor use. Nutting Truck & 
Caster Co., Dept. AL, 1201 W. Div. 
St., Faribault, Minn. 
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New Model Dial Saw 


This hole cutting tool is now avail 
able with increased cutting range. The 
new model 400 is said to cut any size 
hole from 1-%" to 8-%” diameter in 
metals, wood, plastics, etc. Three elec- 
tronically heat-treated high - speed- 
steel cutting blades adjust simultane- 


ously to the size desired by rotating 
the dial. The Dial Saw can be used as 
a rotary planer, inlaying tool, or 


grooving tool. It can also be used with 
hand drills, Robertson and Ruth, Dept. 
AL, Box 534, Elmhurst, III. 


For more data circle Ne. 58 on coupon, p. 120 


Garage Wall Buffer Kit 

Called the Protect-Ur-Wall garage 
spring buffer, the kit consists of three 
tempered steel curved springs which 
are bolted to the garage wall studding, 
and an adjustable two-piece steel 
crossbar that is fastened to the 
springs with U-bolts at any desired 
height, to meet the bumper of the 
ear. All necessary lag screws and 
U-bolts are included, as well as in- 
structions, Tuthill oe Co., Dept. 
AL, 760 West Polk St., Chicago 7, hi 
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Adjustable Scaffolding 


The Morgen Manufacturing Co. an- 
nounces its adjustable masonry scaf- 
folding is now being produced in 19 
heights in addition to the original 12’ 
heights. Equipped with a triple plat- 
form the adjustable scaffolding moves 
up mechanically with the job. In ad- 
dition, Morgen’s scaffolding is claimed 
to be ideal for use with mechanized 
material handling equipment. Morgen 
Manufacturing Co., Dept. AL, Yank- 
ton, 8. D. 
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Rental Floor Sander 

The new American AMR 
sander is light weight for easy porta- 
bility—one-piece frame weighs only 


rental 


89 pounds; including handle, 95 
pounds. It is said to be the only rental 
sander with detachable handle, and is 
fully adjustable to meet proper height 
of any person, man or woman. The 
machine fits easily in any size car in 
either back seat, front or trunk; this 
compact sander measures 17” x 12” x 
13”. Abrasive paper can be ouickly at- 
tached to drum and is firmly held by 
an exclusive full length paper clamp. 
American Floor Surfacing Machine 
Co., Dept. AL, 589 Se. St. Clair St., 
Toledo 3, Ohio. 
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Profile Template 
Profile Template is a precision in- 
strument made of aluminum and plat- 
ed high carbon steel wire for finding 
the contour of an irregular fixed ob- 
ject. Most popular demand is claimed 
to be in the linoleum and asphalt tile 
installation field where it is necessary 
to cut out sections of linoleum and tile 
in and around irregular objects. Mod- 
ern Products Mfg. Corp., Dept. AL, 
Wilmington, Del. 
circle 
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Paramount Home Workshop 

The Paramount occupies only 20” x 
26” of floor space, yet its 19%” x 26'2” 
table is claimed to be the largest of 
any combination tool on the market. 
It is a table saw that rips, cross-cuts, 
miters, dados, and moulds. In a matter 
of seconds it is either a vertical or 
horizontal drill press with a 360- 
degree radial head. The Paramount is 
also a shaper, drum or dise sander, 
polisher, grinder, or lathe. Ideal Metal 
Products, Inc., Dept. AL, 1644 W. 
Lafayette, Detroit 16, Mich. 
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Combination Power Tool 

A combination power feed rip unit 
and 12” tilting arbor saw has been en- 
gineered to offer maximum efficiency 
on various production ripping opera- 
tions, claims the manufacturer. A se- 
lective dial control on the feed unit 
allows a choice range of speeds from 
20’ to 90’ per minute—enabling a rip 
cut of over a mile of lumber per hour 
on a saw. If only the tilting arbor saw 
is required, the power feed unit can 
be swung out of the way permitting 
the saw to be used individually. Delta 
Power Tool Div., Rockwell Manufac- 
turing Co., Dept. AL, 441 N. Lexing- 
ton Ave., Pittsburgh 8, Penna. 
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Armstrong Armolift 


A new device, claimed to make un- 


rolling and cutting four-yard-wide 
rolls of felt-base floor covering an easy 
job for one man, has been introduced 
by Armstrong Cork. Called Armolift, 
the mechanism will be sold in pairs. 
Each consists of a metal spindle with 
a handle. Spindles are inserted in each 
end of a roll of goods. The handle is 
simply pushed to the floor and the roll 
is raised, ready to unroll and cut. Arm- 
oe: Cork Co., Dept. AL, 1010 Con- 
t 


cord St., Lancaster, Penna. 
For more data circle No. 60 on coupon, p. 120 
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_ NEW] LITERATURE 


New Spline Machine 

A new spline machine, developed ex- 
pressly for combination window and 
screen fabricators, is claimed to pro- 
duce professionally splined screens 
without the necessity for skilled op- 
erators. A foot pedal permits easy op- 
eration, while allowing the operator 
to keep both hands free for handling 
material. The spline machine is pow- 
ered by a % hp motor, with gear head 
drive and V-belt pulleys. Security 
Metal Window Products, Dept. AL 
385-87 Midland Ave., Detroit 3, Mich’ 
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New Crenlo Cab 

Versatility and low purchase cost 
are two features of the Crenlo Model 
4709AA cab, according to officials at 
Crenlo, Inc. Dimensions of the cab are: 
height — 54”; front to back — 57%”; 
width — 32”; door opening — 27” x 
48”; weight — about 275 lbs. Optional 
designs include instrument panel, 
doors on both sides, cowl ventilator, 
hole for headlamp and special win- 
dows. Crenlo, Inc., Dept. KP-AL, River 
Rd., Rochester, Minn. 
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Screwdriver Set 

A compact spinette socket and 
screwdriver set consists of one large 
and one medium screwdriver blade 
and one all-purpose recessed head 
blade. Individual sockets are of the 
following sizes: 3/16”; %”; 5/16”: 
11/82"; %”; and 7/16". The entire 
set is fitted into a convenient, flexible 
plastic carrying case. G. M. Co. 
Manufacturing, Inc., Dept. AL, 13-08 
43rd Ave., Long Island City, N. Y. 
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Sliding windows are featured in a 
catalog. The new Alda brochure lists 
specifications, installation details and 
user-advantages for Alda aluminum 
horizontal sliding windows, picture 
sliding windows, vertical sliding win- 
dows, mullions, basement sash, utility 
sash, screens and storm sash, combina- 
tion storm doors, fibre glass over alu- 
minum awnings, and inside window 
casing. Alda Manufacturing Co., Dept. 
AL, James and Cherry Sts., East 
Hartford, Conn. 
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Book of Successful Fireplaces and 
How to Build Them is now available 
from the Donley Brothers Co. The new 
edition contains drawings, plans and 
other illustrations to help you select, 
plan or build the fireplace you have 
always wanted. It shows modern, tra 
ditional, rustic corner, two-faced and 
three-way fireplaces and many other 
types and designs. Price 75c. Donley 
Brothers Co., Dept. AL, 13968 Miles 
Ave., Cleveland 2 Ohio. 
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A new aluminum awning is the sub- 
ject of a descriptive brochure. The 
Nash awning has been designed for 
easy fabrication, using the minimum 
of tools. Simple fabrication from lineal 
prefabs is said to offer greater dealer 
profits. Nash Manufacturing Co., Dept. 
ge! 17 S. Seventh Ave., Long Branch, 
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Prefabricated daylighting products 
are featured in a new folder, Day- 
lighting with Wascolite Skydomes. It 
contains illustrated, schematic and 
written material. Each product is 
shown photographically and also in 
a detailed schematic drawing. Com- 

lete specifications are given for each. 

asco Products, Inc., Dept. AL, 93P 
Fawcett St., Cambridge 38, Mass. 
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A new method of packing articles or 
packages of different shapes and sizes 
is described in a folder. New method 
uses adjustable fibre board sections 
telescoped together to form an outer 
container. Pack is compactly unitized 
with steel strapping. Trade named, 
Adjusta-Pak. Signode Steel Strapping 
Co., Dept. AL, 2600 N. Western Ave., 
Chicago 47, Ill. 
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Ranch brand gates and farm sup- 
plies are featured in a new folder de- 
signed for the consumer. These gates 
are available in several popular 
lengths and can be personalized. Built 
of selected kiln dried lumber, gates 
come complete, ready to hang. Ranch 
Brand Company, Dept. AL, Farming- 
ton, lowa. 
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To save time and work in installing 
fixtures on solid masonry surfaces, the 
Star Expansion Bolt Co., Inc., has just 
published an envelope-size pamphlet 
on Star Dryvins. The pamphlet illus- 
trates some of the hundreds of fixtures 
that can be speedily installed with 
Dryvins, simply by drilling a couple of 
holes and nailing the fixture into place. 
Star Expansion Bolt Co., Inc., wet 
AL, 147 Cedar St., New York 6, N. Y. 
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A newly-developed prefabricated 
Airtube system is discussed in a book- 
let. The booklet describes the system, 
suggests a variety of arrangements 
for installing the —— in any 
type of building, and lists all com- 


ponents furnished in the kit. Lamson 
Corporation, Dept. AL, Syracuse 1, 
N. Y. 
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Specifications for Metal Lathing and 
Furring is a booklet covering all types 
of metal lath construction, Included 
are specifications for solid and hollow 
partitions, wall furring, metal lath at- 
tached directly to wood su pers, con- 
tact ceilings, furred ceilings, sus- 
pended ceilings, beam and column pro- 
tection for fireproofing, and reinfore- 
ing for exterior stucco, Metal Lath 
Manufacturers Association, Dept. AL, 
Engineers Bldg., Cleveland, Ohio. 


For more data circle No. 72 on coupen, p. 120 


Adjustable lighting equipment is 
featured in a new catalog produced by 
the Swivelier Company, Inc, Bulletin 
No. 182 contains specifications and de- 
scriptions of the complete line of light- 
ing units and accessories. Every Swiv- 
elier product is said to be individually 
wrapped and boxed in specially de- 
signed containers for delivery. Swiv- 
eligr Company, Inc., Dept. AL, 30 Irv- 
ing Place, New York 3, N. Y. 


For more data circle No. 73 on coupon, p. 120 


Jalousie windows and doors plus 
patented jalousie hardware and opera- 
tor are features in a new folder, Win- 
Dor Approved jalousies and hardware 
are products of the Casement Hard- 
ware Company. These jalousies are 
available in standard size openings 
and for any specially designed use. 
Casement ewe Co., Dept. AL, 
612 N. Michigan Ave., Chicago 11, Ill. 


For more data circle No, 74 on coupon, p. 120 


Where to Buy is now available. The 
West Coast Lumbermen’s Association 
is now distributing the 1955 Where to 
Buy directory of the lumber manufac- 
turers producing the major portion of 
West Coast lumber including Douglas 
fir, West Coast hemlock, Western red 
cedar, and Sitka spruce. West Coast 
Lumbermen’s Association, Dept. AL, 
1410 8S. W. Morrison St., Portland 5, 
Ore. 

For more data circle No. 75 on coupon, p. 120 
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Old established manufacturer of standard and 
architectural millwork, located in Ohio. Need 


tl competent and dependable detailer 
Sh Ree cee Ba eT cae tke 




















Susi see 

in fine work. Forbes Lumber @ Su 
Company. . Pennsylvania wr 
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HELP WANTED 





SALES REPRESENTATIVES 
WANTED 





for 
and selling in Detroit Distributing 
Yerd. West = and Empire aun 
tions helptul. crea- 
tive sales mes J ty ox B-24 





Lumber Department Superintendent { - 
gressive medium sized retail yard ay Fae 
Sty ety of Gentes Celteasia, twenty einutos 
sales ability provide excellent opportuni 
in long established firm of top octet, 
Davis Lumber 
Company 





millwork, located Ohio. Need 

thoroughly cqmpetas ant 4 
churches, residences, ope and ‘otticn balla 
ings. oe in contractors. 
fy. "Beate eupesionse, : 





WANTED: Three good men. Estimator — 
fined Us goed heels ube per South 
le ra '° th- 

. Addr B -37, 
rn Michigan.” Address Box B-37, American 











SALESMAN ame for Soaterentors penne 
wenia area, Johnstown to Pittsburgh, . 
holesaler excellent calnaglions 








Manufacturer for most complete and very sal- 
cle bao ef Gillen thor wodiiee eablncto 

to appoint aggressive manu- 
acturers representative for Mid-Western and 
Southern area. Exclusive territory given. State 

ound and references in letter to Box 1, 
Mirro-Chrome Inc., 407 Rider Avenue, Bronx, 
New York City, New York. 





Lucrative side line — easy to sell Rustic Pre- 
fabricated Fencing. Good sogogt business. 
All territories open. See our Dealer Prod- 
ucts File issue. 
George Bilhorn & Company (CL) 
4201 North Winchester 
Chicago 13, Illinois 





SALES REPRESENTATION 





AVAILABLE 
Stapafortucese re c on yy jaan 
Micieho it eoitlic to y+ more terri 
nec Millwork or B 


wanted. Write: P.O. Box 952, 





Manufacturer's representative with long estab- 
lished following lumber = and 
building material field io an 


surround- 
ing area desires additional Will cover 


more territory if desired. Address Box B-46, 
- ol, = nec. 





letter. Address 


L y * B-36, American 





Wholesaler wants lumber salesman to call on 
retail lumber dealers, Colora > 
Box B-39, American L ~~ 





SALESMAN WANTED 
With lumber and millwork 
pK. vith ll esta: aioe Excel 5 rp 
we bilshed esale " 
Per and millwork on ° Distrib = 








employed wants to relocat 





LUMBER & DIMENSION WANTED 





WANTED 
West Coast and Canadian connections for 
Ponderosa Pine, Fir, and Spruces for well 
rated customers in and Michigan. 
Only large mill stock acceptable. Steber Lum- 
ber Sales, Box 544, Antigo, Wisconsin. 





USED MACHINERY WANTED 





WANTED 
1 fopibens Mulliken Cary-Lift Four Wheel 
ive. 
HARVARD EQUIPMENT CO.., INC. 
295 C je Street 
Allston 34, . 
Tel. ST-2-0826 





now 
Will consider assistant or » Cc 
if desired. 20 years retail ‘Gnd 8 yours whole: 
sale experience. indiana, Ohio 
1g, eee Box B-28, American Leanbeos- 
man, fe 





whslesato bolton manda nn Se 
fering good school cod iden all dieas” ie. 
teres in first class firm offering 
fg 
American Lumberman, Inc. 





° . Experienced & ail lum- 
ber and millwork lines. Address Box B-42, 
rican Lumberman, Inc. 





Available March 1, Retail Lumberman, estima- 
tor, grader, salesman, etc. 

Yellow Pine ond Fir. Bulge MY, cron 
Address Box B-43, American Lumberman, Inc. 





General Manager of retail] lumber business 
available June ist. Thesengtty Seniiler 

all phases of business — = 
— excellent record. Address 
ican Lumberman, Inc. 





BUSINESS OPPORTUNITIES 








FOR SALE 


March 21, 1955, AmertcaN LUMBERMAN AND 




















WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y. 





BUSINESSES FOR SALE 





YARD FOR SALE 


Retail Lumber, hardware and coal yard in 
Northern Kentuc Coal conveyors 4 = -_ 
truck. Good profitable yard. Been 
ness for 40 years. Wil] inventory. 2. 
Box A-40, American Lumberman, Inc. 


For Sale: Retail Lumber, Building + a Coal 
and Feed business located in Eas Central 
Wisconsin in rich farming BF... F Priced 
for quick sale. If interested write Box B-32., 
American Lumberman, Inc. 





LUMBER AND BUILDING MATERIAL YARD. 
Heavy Industrial City. Rich farming and Lake 
resort trade. With or without inventory. Nice 
set-up. Terms to reliable party. Reasons, past 
seventy. wish to retire. dress Box B-38. 
American Lumberman, Inc. 





Sash and Door Business. St. Paul. Minn. Good 

and y- Moderate invest- 
ment, balance terms. Address Box B-49, Amer- 
ican Lumberman, Inc. 








Two well established Lumber Yards in New 
Haven, Conn. area. Both do large cash retail 
business. Both profitable. 


HARRIS WEISSBUCH 
152 Temple St., New Haven, Conn. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





EVERGREENS SEEDLINGS TRANSPLANTS 
For growing Christmas trees. Ornamental 
pa 
and planting guide , 


SUNCREST EVERGREEN NURSERIES 
305. Homer City, Pa. 





CARPENTER NAIL APRONS & RED TRAFFIC 
ra Quality Merchandise. Low delivered 
cane ices. a or a (Jobbers wanted). 

Co., 334 So. Scraper, 
Vinita, OL a. 





NICHOLS ALUMINUM CORNERS for: 
©. Bevel or Dolly Varden Siding 5 ¢ resale 
* Bevel or Dolly Varden Siding 6)/¢ resale 
19” Bevel or Dolly Varden Siding 71/:¢ resale 
MIRACLE ANCHOR NAILS $81.90/1200 
(Advertised by Tom Duggan on Television) 
Please write for catalogue and price list 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Mi. 





LUMBER & DIMENSION 
FOR SALE 





Large amount of short mouldings 3 to 7 Ft. 
long of Glenwood 8000 series and W. P. ome 
patterns. All white and Ponderosa Pine. 
7 write or call. Tom Thumb Movidinn 
No. 6819 Div. Spokane, Wash. Hudson 6577 





Have sawmill and planer in Montana cutting 
Fir, Spruce and Lodge Pine. Would like . 
contract out-put to reliable firm to advance 
cost of nee and oy» when lumber is stacked. 
Address Inc. 





BuiLpInGc Propucts MERCHANDISER 











LUMBER & DIMENSION 
FOR SALE 





Douglas Fir Industrial Clea: 
_ ym 4 through 16/4 


Also 


Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly: 
Al Clements Lumber Co. 





P. O. Box 908 
Eugene, Oregon 
Phone 5-3317 EG049 
FOR wALE: White & Norway plar box 


lumber 8 — 10° — 12’. Peele Wor mm White 
Cedar Posts and toes A. M. Rhoda Yard. 
Bemidji. Minnesota 





USED MACHINERY FOR SALE 





used #80 Bell le gy Head 
hain heads, 4 holl 


connecte 
center of mortise heads when extended full 
length. 10!/," from center to center of mortise 
heads when closed. Machine can be seen in 
operation. For further information write or 
phone: 
GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 5.W. 
Grand Rapids 2, Michigan 
Ph: CHerry 3-3605 


We are changing to a 72” carrier and lift 
truck package and offer for sale 1 one year 
old Ross straddle carrier Series 70 model 
6663 — 60° capacity. Price quoted upon re- 
quest. 

This machine is like new and we also have 
plenty of 4°’x4’’x60"' bolsters with bolted legs 
to go with the machine at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 





Vonnegut 12’ Electric Moulder Late Style. 
Vonnegut 6” Electric Moulder Cast i 
Mattison 8°’ Electric Moulder ag 
Yates-AM C-55 Electric Moulder 9” avy Fast Fast. 
Yates-Am C-1 15° 6 Head Moulder. Very Good 
Came to Chattanooga Inspect. Priced reason- 
able. 


R. K. HASKEW & CO. INC. 
BOX 4065 
CHATTANOOGA 5, TENNESSEE 


FOR SALE 


We will shortly release for sale a 6-10-Al 
Stetson- Ross Planer in practically new condi- 
tion, d and with all os 
suggested attachments. Write us for details 


HUSS LUMBER COMPANY 
1350 W. Fullerton Ave. 
Chicago 14, Illinois 
Phone Lincoln 9-1700 








Model #207 Mattison Straight Line Rip Saw 
with 30 H. P. motor and starter guaranteed to 
be in A-l shape, $2000.00. 


Paris . Coptsbessy Lumber Co. 
t Office Box 71288 
Por. Worth, a 





CARCO Model G leoving Winch for TD18. 
Cc te for $1095.00. O. C. Evans — Mt. 
Ster , Ky. 








Recommended Reading for Lumber Dealers: 


PRACTICAL 
NEW IDEAS 


Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 
dising 15 important building products, Over 
40 pages of ideas you can put to use to- 


FOR 
MERCHANDISING 
BUILDING 
MATERIALS 





= 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms. Place your 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his- 
tory articles on what other dealers are doing 
to solve their materials handling problems. 
Here are ideas you can adopt in your yard 
CORT cccvnvvcescocvceuvacvecerevess 50¢ 
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ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 





119 











tive signs, bright illumination and 
strategic locations in the yards 
help pull peak attention to these 
departments. 

All of the stock of cut-off ply- 
woods, short moldings and miscel- 
laneous short lengths of lumber 
offered are obtained from one sup- 
plier. Price and dimension of each 
item is plainly marked and the 
project is run strictly on a self- 
service basis. 











Use a Promotional 
Motto 


Here are some promotional 
mottos now in use by lumber- 
ards: 

"Goods of the woods" —E. K. 
Wood Lumber Co., Los An- 
geles, Calif. 

“Our quality tells—our serv- 
ice sells""—A| Carr Lumber Co., 
Ponca City, Okla. 

"There's a material differ- 
ence"-—Frey Brothers Lumber 


Co., Inc., Michigan City, Ind. 








Economy Corner Has Wide Appeal "The yard with the stock" — 
The three Banner Lumber Com- publicized Economy Corners. Fred L. Ward, Inc., Marshall- 

pany yards in Milwaukee and Cud- Opening of the new sections in town, lowa. 

ahy, Wis., are making an effective each of the firm’s yards was her- "Courtesy to you is a pleasure 

appeal to hobbyists and home alded by a featured spot in the to us" —Brookhaven Supply Co., 

owners searching for short lengths firm’s full page week-end news- North Atlanta, Ga. 











of lumber by means of their well paper advertising layouts. Attrac- 





informed on “WHAT’S NEW!” 


FOR INFORMATION ON a a) el ae a 


20 21 22 23 24 25 


“What's New” Items 38 39 40 4) 42 «43 


56 57 «58 59 660 C6! 
yer «ct the right which 
the number listed at the end 
WHAT'S NEW item 
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ndex on oppotte poge 
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nq code letter at right 
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Phe ‘ince GILLIES BROS. & CO. Ltd. 
DE ALER BRAESIDE, ONTARIO, CANADA 

PRODUCTS pssst WHITE PINE sTRORUS) 
FILE 

(Out Apri 4th) 





Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 


na 700 1 Rough or Dressed 
featuring 700 pages of oug - resse 
essential information on Capacity 28 million feet annually 


the buying, selling and Sawmills — Braeside and Temagami, Ontario 
use of building products, 
equipment and supplies . 


Estabiished 1842 _ Member W.A.W.L. 
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That cold wind of income tax ain't a’blowin’ this 
month of March. You can wait for April showers 
to get soaked. 

. 


* * 


“When I go to bed at night I always see yellow and green 
lights in front of my eyes.” 

“Did you ever see a psychiatrist ?” 

“No. Just yellow and green lights.” 


* * * 


Aesop was so right. The fellow who is fired with 
enthusiasm for his work is seldom fired by the boss. 


*_ * © 


A disturbed woman was watching a little boy sitting on the 
curb smoking one cigarette after another and sipping a clear 
liquid from a flask. Finally, unable to bear it any longer, she 
approached him and said, “Son, why aren't you in school?” 

The little boy answered disgustedly, “Hell, lady, I’m only 
three years old!” 

* 
She: “There's one thing I want to tell you before 
you go an further.” 
He: “What's that?” 
She: “Don't go any further.” 
* 


* * 


* * 


Those who deal in certigrade shingles have to play in accord- 
ance with the rules. Homestead Brand shingles from MAUK 
are strictly certigrade—of measured, tested quality because that’s 
just what certigrade means. It’s how the certigrade game is 
played. 

Yes, the product is a fact if it’s certigrade. But the price is 
quite another matter, for here you must rely on the integrity of 
your dealer. That's why it’s good to know that you can get 
certigrade Homestead Brand shingles from the MAUK Lumber 
Co., and be sure. 

** 
Simple Celia says many gals have social circles 
under their eyes. 


It’s spring again : 
Bill: “I suppose y 
Bud: “No. How?’ 
Bill: “With a golf club.” 
Bud : “How many strokes?” 
* 
Do You Know Dept.: 
Do you know how to break the ice with a pretty 
girl? Put it in a highball, 
Do you know what a sarong is? A brightly 
colored potato sack for tomatoes. 
Do you know how to put busy in your business? 
Put MAUK merchandise in your yard. 
* 


ou heard that poor old Al killed his wife?” 


* * 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 


(For more data on advertised products {ill in coupon on page 120) 
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PANAWALL 


THE ORIGINAL V-GROOVED 4'x8' PANEL 
WITH THE RANDOM PLANK EFFECT 
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» ALL THE NATURAL APPEAL OF SOLID PLANK PANELING 
WITH ALL THE ADVANTAGES AND LOW COST OF PLYWOOD... 
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BUILDING MATERIAL DEALERS cooperated with 
Tidewater last year to sponsor a newspaper ad an- 
nouncing a new plywood paneling. 





DISTRIBUTOR HELPS DEALER 
(begins on page 62) 





the firm’s display, a scale model of a do-it-yourself 
home featured in Popular Mechanics magazine. 

The roof of this scale model home is hinged to show 
the interior rooms which are paneled with various 
types of plywood and hardboards. Floors are finished 
with miniature hardwood and tile flooring materials. 
Many inquiries were stimulated by this model. 

“We've received on the average of 20 calls a day 
in our office as a result of this model,” Wilson says. 
“These callers were all referred to their local lumber 
or building materials dealer. We, also, refer all direct 
mail inquiries to the local dealer for followup.” 


Cooperative Advertising 


To introduce a new plywood paneling last year, 
Tidewater sponsored a cooperative newspaper ad. 
Fifteen local building materials dealers were listed 
in the ad as a source for these panels. 

Radio has also been used to promote plywood in the 
Norfolk area. Last fall, prior to the University of 
Virginia football games, Tidewater sponsored a 15- 
minute “Pigskin Preview” program. 

A clever announcer compared the strength of ply- 
wood with that of the star tackle, or plywood’s versa- 
tility with that of a fleet-footed halfback. 

During the game, spot announcements told listen- 
ers to see their local lumber dealer about new types 
and uses for plywood. 


Expansion Planned 


Using plywood as a nucleus to sell allied building 
products, Tidewater has expanded rapidly the past 
two years and the firm plans to build a 16,000 square- 
foot warehouse later this year. 

“Plywood is the fastest growing building material,” 
asserts Wilson, “and it’s up to the distributor to keep 
pace with this growth and pass on information and 
ideas to dealers, architects, contractors and home- 
owners.” 
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Off with the storm sash 
and on with the screens in 
a jiffy —is the easy way 
when National Screen 
Hangers are installed. A 
large assortment of screen 
hardware is now ready for 
your spring and summer 
trade. Home owners want 
full protection from the in- 
trusion of flies and insects at 
the very start of the season. 





Order your supplies now to 
meet the popular demand 
for this “time-tested” National 
Hardware — a favorite for 
over 50 years. 


a ef 


No. 79 Screen and Storm Sash Hanger 


——==—___—_—__ 


No. 80 Screen and 
Storm Sash Hanger 















BRIXMENT 
MEETS 
AUTOCLAVE 
TEST! 


Sound mortar is essential for strong, durable 
brickwork. To be sound, mortar must be 

free of constituents which may cause ab- 
The amoclve on ries the we of high omer normal expansion after long exposure to 


mately 1” x1" x10” are exposed to 295 Ibs. steam weather. 
pressure, 420° F., for 3 hours. Measurements of the s . re " : 
bars are made before and after test as shown below. Unsoundness in mortar material is readily 


detected by the autoclave test. This severe 
test rapidly accelerates the chemical reaction 
of mortar materials, and the slightest un- 
soundness is immediately revealed by ex- 
cessive expansion, 





Brixment easily meets the autoclave test 
requirements of the Federal and ASTM spee- 
ifications. It also complies with the strength 
requirements of both specifications, for Type 
Il masonry cement. Therefore, when Brix- 
ment is used, sound mortar and _ strong, 
durable brickwork are assured. 


LOUISVILLE CEMENT COMPANY 
Louisville 2, Kentucky 


Below: Bars of Brixment, and of portland cement 
and a lime which does not meet the autoclave test. 
The expansion of the portland cement and lime bar, 
after autoclaving, is quite evident. 

B—Brixment, not autoclaved. 

B-a -Brixment, autoclaved. 

PL—Cement and lime (1 to 1) not autoclaved. 

PL-a—Cement and lime (1 to 1) autoclaved. 


